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ASSURED HAS T0 
RETURN LOSS MONEY 


Court Decides Insurance Company Not 
Liable Under Transportation Policy 
for Warehouse Loss 








LOAN RECEIPT AGREEMENT 





Interesting Points Developed in Action 
and Counter Action Brought 
in This City 





An interesting decision under a trans- 
portation policy has just been decided 
in the Supreme Court. 

Through Jones & Whitlock the In- 
surance Company of North America is- 
sued a policy for $10,000 to the Pan- 
American Trading Company, New York, 
insuring that company against loss of 
merchandise while in transit in the 


custody of any common carrier, includ- 
ing a public truckman. 


To do its trucking the Pan-Amer- 
ican had a man named Murphy who hail 
a warehouse at 50 Front Street, New 
York. On July 2, 1917, fire occurred in 
Murphy’s warehouse, and merchandise, 
the value of which was claimed to ex- 
ceed $10,000, and belonging to the Pan- 
American, was destroyed by the fire. 

Claim of $10,000 

The Pan-American Trading Company 
made a claim under the policy for $10,- 
000. The insurance company disputed 
the claim upon the ground that the 
merchandise was not in transit at the 
time of the loss. Pending the final de- 
termination of the facts with regard to 
the status of the property at the time 
of the loss the insurance company paid 
the Pan-American $10,000 under an 
agreement that if at any time it should 
be determined that the merchandise 
claimed to have been lost was in the 
hands of Murphy as warehouseman and 
not as public truckman or common 
carrier then the Pan-American would 
return the money. 

When an insurance company pays a 
claim under these circumstances it 
does so by a certain form of voucher 
to which is attached a receipt which 
provides that the money is paid to the 
insured as a loan repayable to the in- 
surance company to the extent of any 
recovery that may be had from the 
public carrier liable for the loss, and 
the assured agrees to prosecute action 
against the carrier to recover the loss. 

Sought to Recover Payment 

After the money was paid the Pan- 
American was requested to bring an 
action under the terms of its agreement 


(Continued on page 16) 


























Organized 1853 Cash Capital $6,000,000 


THE HOME 


; INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


Service to Policyholders and to Agents Unexcelled 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
Registered Mail, Rents, Rental Value, Riot and Civil Com- 
motion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 








| associated with its birthplace. 
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The Pennsylvania Fire Insurance Co. 


PHILADELPHIA 
76 William St., N. Y. CITY 
C. F. SHALLCROSS, President 


Independence Square 


BRANCH OFFICE, 





Writes all customary forms of Fire Insurance 





Born under the shadow of Independence Hall, its office has 
been on the same site for 93 years, during which time it 
has steadfastly upheld the traditions inseparably 























SPRING 


Fire & Marine Insurance Co. 
Cash Capital $2,500,000.00 


HE SPRINGFIELD for two-thirds of a century has 
transacted business solely under its own corporate 
name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 








SPRINGFIELD MASSACHUSETTS 








LIBERALIZE PENSIONS 
'AND INSURANCE, ALSO 


Travelers Insurance Company’s An- 
nouncement to Employes; Shortens 
Service Period for Benefits 





ACTION BY BOARD OF DIRECTORS 





$300 Insurance After Six Months’ 
Service Increases to $2,500; 


Pension Maximum $3,600 





The Trav- 
elers has decided to liberalize the in- 
surance and plan for 
ployes initiated March 12, 1913, in or- 
der that more of the employes shall 
share in the benefits thereof by short- 


board of directors of the 


pensions em- 


ening the period of service pr‘or to 
granting insurance. 
Hereafter employees of six months’ 


service will be provided with insurance 
to the extent of $300, increasing to $500 
after one year’s service and thereafter 
an additional $100 for each completed 
year of service, subject to the maxt- 
mum of $2,500. The scale of insurance 


on those employes who have already 
been provided for will be increased 
$200, subject to the same maximum. 


There is no change in the schedule of 
pension benefits. 
The action of the board of directors 

June 16, 1919, is as follows: 

“It being the desire of the board “of 
directors to liberalize benefits to em- 
ployes in the form of insurance and 
pensions as authorized by this board 
March 10, 1913, the resolutions of 
March 10, 1913, are hereby rescinded 
and the following substituted therefor: 

“In recognition of the fact that the 
success of The Travelers Insurance 
Company is due to a large extent to the 
faithful and efficient work of its em- 
ployes and to encourage and perpetu- 
ate honorable, efficient work in the 
future as well as to recognize common 
interests between the company and its 
employees; 

“Be it Resolved, That the officers of 
the company are authorized to pro- 
vide at the company’s expense to those 
employes who devote all their time to 
the company’s service and are compen- 
sated therefor by salary and who have 
completed six months of continuous 
service, life insurance to the extent of 
$300, increasing to $500 after one year's 
continuous service with thereafter an 
additional $100 for each completed 
year of service; and that insurance on 
a similar scale be provided for present 
employes of less than six months’ serv- 
ice or employes subsequently placed 
upon the Company’s payroll at the 
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completion of the six months’ period; 
the maximum amount of insurance in 
any case to be $2,500, such benefits to 
be payable either in one sum or in 
instalments; and 

“Be it further Resolved, -That the 
officers of the Company be and are 
hereby authorized to provide for allow- 
ances during the pleasure of the Com- 
pany in the nature of pensions to em- 
ployees who for old age or failure of 
health from any cause except vicious 
habits shall become disabled and un- 
able to render further service; no one 
to become eligible to such pension un- 
less he shall have rendered five years’ 
continuous service, and no pension to 
exceed one-half the compensation re- 
ceived at the time of retirement and 
none to exceed $3,600 a year; and 

“Be it further Resolved, That the 
committee hereinafter referred to shall 
be empowered to continue salary pay- 
ments or other remuneration to tempo- 
rarily disabled employees in accord- 
ance with an equitable plan to be de- 
cided upon by such committee. 

“Resolved, That the president is 
hereby authorized to appoint a commit- 
tee not exceeding four to consist of 
members of the official staff to pass 
upon the claims of qualifications of em- 
ployes to share in the benefits of the 
insurance and pension plans authorized 
by the foregoing resolutions. This com- 
mittee shall have full power to de- 
termine upon the eligibility of an em- 
ploye to a pension or temporary bene- 
fits and shall have full power to adjust 
the payment of insurance in the event 
of the death of an employee, including 
the payment of the insurance in instal- 
ments at the discretion of the com- 
mittee. 

“Resolved, That nothing in the fore- 
going resolutions shall be deemed to 
obligate the company to continue or 
make permanent a policy or plan for 
insurance or pension benefits in favor 
of its employes, and that no employe 
shall by sharing at any time in the 
advantages of such plans become there- 
by a permanent beneficiary thereunder 
or acquire a right to the continuation 
of either or both plans.” 

The committee consists of Secretary 
Howard, Comptroller Pye, Actuary Mor- 
ris and Office Supervisor Read. 





KAVANAGH’S TORONTO TALK 





Metropolitan Life Official Describes 
How Man Benefits by Becoming 
Insurance Agent 





James E. Kavanagh, third vice-presi- 
dent of the Metropolitan Life in a talk 
before the Toronto Lite Underwriters’ 
» Association, gives the following list of 
benefits which are reaped by a man 
who becomes a life insurance agent: 

(a) Physically. Offers greatest *ree- 
dom in selection of location for work. 
Outdoor life and activity, giving goud 
health. (b) Intellectually. Requires no 
muscle but brain and for those who 
are to remain in the business they must 
grow intellectually and cultivate their 
brain. They must associate a great 
deal of study and reading. (c) Asso- 
ciation, In no business can a man se- 
lect his associates as well as in life in- 
surance. He has the opportunity to 
form friends through the business, as 
deep down in the heart of every man 
who is sold there is a feeling of grati- 
tude and friendship is cultivated. (d) 
Financially. It offers an opportunity 
for men to develop financially. 





MILLION A MONTH AGENCY 


Manager James M. Dickey. of the 
Mutual Life in Eastern Pennsylvania 
and Southern New Jersey, says that 
during the six months that he has been 
in charge of the company’s Philadel- 
phia office the monthly writings in the 
territory have averaged $1,000,000. The 
two teams into which the staff has 
been divided are waging a contest. 





The Security Life of Richmond, Va., 
has entered Minnesota. 











5AM ANT OM 
edt Ait 


“COMPANY”. 














Great Southern Life Insurance Company 


HOUSTON, TEXAS 


For Agency Contracts address 


0. S. CARLTON 


PRESIDENT 




















Mortality Among 
Insured Workers 


INDUSTRIAL 





METROPOLITAN 





Dr. Louis I. Dublin’s Book Gives Re- 
sults of Painstaking Research in 
Mortality Experience 


Louis I. Dublin, statistician of the 
Metropolitan Life, is the author of a 
most illuminating volume, entitled 
“The Mortality Statistics of Insured 
Wage-earners and Their Families” in 
the United States and Canada, which 
he prepared in collaboration with Ed- 
win W. Kopf, assistant statistician, and 
George H. Van Buren, supervisor of the 
statistical bureau of the Company. It 
gives the mortality experience of the 
Metropolitan’s industrial department in 


the United States and Canada for the 
years 1911 to 1916. The statistics are 
essentially those of the wage-earning 
group of the population. 


In view of the large exposure, the 
very considerable period of time cov- 
ered, and the care exercised in gather- 
ing, editing and tabulating the data it 
is safe to say that these statistics con- 
stitute the most sensitive index now 
available of mortality and its causes 
among wage-earners and their families. 


Dedicated to President Fiske 


The book is dedicated to Haley Fiske, 
whose broad vision of the aims and pur- 
poses of industrial insurance inspired 
the production of the work. There 
were 53,796,547 white policyholders un- 
der review and 6,698,089 colored. The 
total number of deaths were 520,079 
white policyholders and 115,370 colored. 

Considering all ages of the mortality 
experience of males the colored show a 
mortality rate nearly fifty per cent. 








' The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of The State of New York 











Assets .... 


New Insurance Paid For in 1918............ $24,657,927.00 
Total Insurance in force, January 1, 1919.... 


Surplus assigned and unassigned............ 


New issues in 1919 being paid for at the rate of 
over $33,000,000.00 annually. 


179,410,731.00 
56,111,806.00 
4,999,205.00 
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For information concerning a direct agency connection, address 
T. LOUIS HANSEN 


Vice-President and Agency Manager, 


50 Union Square, New York City 























higher than that of the white race. In 
the ages of early adolescence, fifteen to 
nineteen years, colored male mortality 
shows its greatest ratio of excess over 
white male mortality. The colored 
male death rate, at this age period, is 
practically 250 per cent. of the rate 
for white males. For all ages com- 
bined white male mortality was about 
14 per cent. in excess of white female 
mortality. Below twenty years of age 
the excess of white male over white 
female mortality was never less than 
five nor more than ten per cent. Col- 
ored male mortality at any age period 
is never in excess of colored female 
mortality by more than 20 per cent. 


Tuberculosis 


Tuberculosis in all its forms account- 
ed for 110,363 deaths or 17.4 per cent. 
of the 635,449 deaths in the entire in- 
dustrial mortality experience of the six 
vears’ period covered. Tuberculosis of 
the lungs caused 93,526 deaths: acute 
military tuberculosis, 6,380; tubercu- 
losis meningitis, 4,647 deaths, and ab- 
dominal tuberculosis, 3,155 deaths. The 
maximum mortality is between the 
years 35 and 44. Data indicates that 
among insured white males all ages the 
mortality from tuberculosis of the lungs 
was 31 per cent. higher than among ali 
males of the general population. Fe- 
males in the families of wage earners 
showed an excess of only 13 per cent. 


The trend of the death rate from 
pneumonia in recent years has been 
disquieting. The highest death rate in 
the Metropolitan experience was in 
1911, 89.2 per cent. The lowest was in 
1914, 68.9 per cent. Since 1914 there 
has been a steady increase in the mor- 
tality rate. A slight upward trend in 
the death rate from Bright’s disease is 
noted. 

Deaths from Violence 


In external causes of death it is 
shown that there were 50,712 deaths 
from external violence of all kinds in 
the period covered. Accidents account- 
ed for 39,268 deaths; suicides for 6,542; 
homicides for 3,753; and war deaths. 
1,149. Deaths from accidental drowning 
were 5,757. Railroad accidents or in- 
juries accounted for 4,485 deaths from 
1911 to 1916. In these six years there 
were 2,507 deaths from automobiles. 
Automobile mortality is constantly in- 
creasing. There were 1,600 deaths from 
street car accidents. Firearms caused 
1,029 deaths. 

There were 3,766 deaths from cancer. 





CALGARY CONVENTION 





Subjects to Be Discussed by Insurance 
Agents in Canadian Northwest 
Meeting 





The program has been completed for 
the Ymportant gathering of insurance 
agents at Calgary, Among the subjects 
discussed will be tnese: 

“The Magnitude of Life Insurance,” 
“Life Insurance as a Credit Factor,” 
“The Place of Insurance in Modern 
Business and Domestic Economy,” 


“Group Insurance,” “Insurance for 
Women,” “Indiscriminate Issue of 
Agents’ Licenses,” “Salesmanship,” 
“Advertising,” “Income Insurance 


Versus /Insurance Payable in Lump 
Sum,” “Meeting Objections,” “Selling 
on First Interview,” “My Best Selling 
Arguments,” Magnitude of Our Busi- 
ness,” “The Part Played by Optimism.” 
President Voshell, of the National 
Association of Life Underwriters, if 
sched led for a talk. 





STARKWEATHER & SHEPLEY 

Starkweather & Shepley, Inc., Provi- 
dence insurance agents, have brought 
all their employes in the Providence, 
Boston, New York and Chicago offices 
under a contract of group insurance 
with The Travelers. This contract cov- 
ers some four to five hundred people 
and provides $500 insurance after one 
month, $600 after one year, $700 after 
two years, and so on up to $1,000. 
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Average American 
Worth Only $7,500 


“MAINTENANCE 





COST” DATA 





Two Financial Writers Differ Widely 
On Value of Ordinary Human 
Life 





Wall Street financial writers are 
wrangling over the money value of a 
human life. The “Wall Street Journal” 
appears to have the right idea from the 
viewpoint of life insurance salesmen. 
It says: 

“What is a man’s value to his coun- 
try in times of peace compared with 
wartime? In_ statistical circles this 
problem was reasoned along the follow- 
ing lines. 

“The government stood ready to in- 
sure every man in the service for $10,- 
000; and 90 per cent took out policies 
for an average sum exceeding $8,000. 
Deaths computed in blocks of 100,000 


would mean an insurance loss of $720,- 
000,000. Compensation to the wounded 
called for additional payments of 
nearly $2,000,000,000. Peace time sta- 
tistics, however, rate American soldierg 
or sailors worth more than $10,000. 
The general age of men in uniform be- 
ing about 25 years, they would have at 
least 30 years of producing capacity 
ahead of them as workers in civil life. 
Earnings average about $1,000 a year, 
with here and there a $5,000 or $50,000 
man. But on the basis of 30 years’ 
working life at $1,000 a year, each man 
in the service would be worth $30,000 
in terms of money. Thus, by the quick 
termination of the war $3,000,000,000 
worth of man-power was saved to the 
government.” 
Figuring It Net 


Now comes Theodore H. Price, in 
“Commerce and Finance,” who rather 
spoils the whole thing by injecting a 
theory of maintenance cost. Comment- 
ing on the “Wall Street Journal” ar- 
ticle, Mr. Price says: 

“In this calculation no allowance is 
made for the cost of maintenance. A 
man may earn $1,000 a year for 30 
years but it does not follow that he 
will be worth $30,000 to himself or the 
community at the end of the total time 
or that his earning power capitalized 
at any moment of his life would have 
given him a value of $30,000. Theoret- 
ically the net value of a human life is 
the cost of bringing it to productive 
maturity plus the net earning power 
capitalized—this net earning power is 
gross earnings less necessary expenses 
and a sum which if set aside annually 
for the average life and invested at 
compound interest would find enough 
to amortize the original investment and 
its accretions at the time of death. It 
is a complicated calculation and we 
haven’t space in which to set it forth 
but it has been figured out that at his 
prime when he is say 35 years old the 
average able-bodied American is worth 
about $7,500. At least that was his 
value before the war. We presume that 
it would be greater now as measured 
in dollars that have been depreciated 
by inflation. 

Slaves and Germans 

“In a rough way this calculation is 
verified by the prices at which negro 
slaves sold prior to 1861. A young able- 
bodied colored man then brought from 
$1,500 to $2,000. He was of course 
much below the average of today in 
earning power and the purchasing 
power of a dollar then was probably 
three or four times as great as at 
present. 

“In a counter claim that the Germans 
recently submitted at Paris as an offset 
to the indemnity demands of them the 
lives destroyed by what was described 
as the illegitimate blockade were, if we 
recall correctly, valued at $2,500 each 
in the case of infants and children, 


$7,500 each for able-bodied men and 
$3,500 for elderly people. It was stated 
that this appraisement was supported 
by actuarial authority. 


“This is not reassuring to our vanity 
but the truth is that in America it is 
only the exceptional man that is worth 
much more than $10,000 to society. As 
a solace for this depressing thought we 
are all at liberty to regard ourselves as 
exceptional. Our problem is to get peo- 
ple to accept us at our own valuation.” 


After all the life insurance man is not 
concerned with what an individual may 
be considered worth to his “commun- 
ity,” but rather to his dependents. He 
might be a good provider but a poor 
mixer and his “community” might not 
turn out a corporal’s guard for his 
funeral. The slave traders, the Germans 
and the mathematicians may figure un- 
til their heads ache but the fact re- 
mains that in every day affairs the 
value of Jones to Mrs. Jones and the 
little Joneses is just about what Jones 
earns each year multiplied by the num- 
ber of years Jones is likely to live. 





POLICYHOLDERS’ MONTH 





General Agents of New England Mu- 
tual Life Close Interesting 
June Campaign 





June was Policyholders’ Month with 
the general agents of the New England 
Mutual Life and reports received in this 
office are to the effect that a surpris- 
ingly large amount of business was 
written. The general agents like the 
idea of Policyholders’ Month, and its 
appeal to sentiment, the agents sharing 
their enthusiasm. 

Oue of the general agencies, that of 
Wilson Williams, New Orleans, beat 
its quota by 331/3 per cent, and it is 
understood its paid for during June 
will reach $360,000. Mr. Williams said 
that during the first half of this year 
the agency paid for more new business 
than it paid for during any previous 
entire year. 





Eight Thousand See 
La Fayette Building 


NEW TEN STORY STRUCTURE 





Three Days’ Housewarming Ceremo- 
nies; Agents of Other Companies 
Invited to Business Meeting 





The public opening of the new ten- 
story building of the La Fayette Life 
Insurance Company, La Fayette, Ind., 
was attended by 8,000 visitors. The 
structure is by far the largest office in 
the town; it is Gothic in style, has the 
latest conveniences and is a credit to 
any city. 

Among the visitors were forty special- 
ly invited guests, including most of the 
state officials and representives of the 
insurance department. 

One day during the opening ceremo- 
nies was given wholly to agency meet- 
ings. Life agents of all other com- 
panies in the city were invited to be 
present and came. On the following 
day the entire home office force, field 
men and their wives attended a ban- 
quet at the Hotel Fowler: In all three 
days were given to the “housewarming” 
which was a success in every particular. 

Marble Floor 


The first floor and lobby and corridor 
of the new building are floored with 
marble, the corridors of the upper floors 
being of white tile laid in pattern. The 
stairs from the first to the second floor 
are of Alabama white marble. The 
whole structure is splendidly lighted. 
the business of the company for the 
first six months of this year is the best 
in its history. The Company has pass- 
ed the $11,500,000 mark, being a net gain 
of more than $900,000 for the first six 
months. 
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The Prudential Insurance Company 
of America 


| FORREST F. DRYDEN 
President 


Incorporated Under 


HOME OFFICE 
Newark, N. J. 


the Laws of the State of New Jersey 





John Hancock’s New 
Supplemental App 


TO BUREAU 





AID INSURANCE 


Asks Applicants Questions About Their 
War Coverage Which They Are 
Encouraged to Retain 


The John Hancock has sent this let- 
ter to agents: To the Field Force: Fol- 
lowing along the line of thought out- 
lined in our circular letter of January 
13, 1919, we have been encouraging sol- 
diers and sailors holding Government 
insurance certificates to continue their 
insurance. It has been our practice 
to issue policies to such persons apply- 
ing for insurance in this company, only 
when we were sure that by issuing we 
were doing no violence to our pledge 
of support to the Government. 

To simplify matters and save delay, 
we have now provided a supplementary 
statement blank to cover the situation, 
a specimen of which is copied below. 

Please use one of these forms in 
every case where an applicant has Gov- 
ernment insurance or is known to have 
been in war service, and is, therefore, 
eligible for Government insurance. 

This form, properly executed, shou'd 
be sent to the Home Office with the ap- 
plication and medical examination in 
the case of an ordinary or accumula- 
tion fund policy. 

No advance decision 
Office is necessary. 

WALTER L. CROCKER, 
Vice-president. 

Supplementary Statement to Be Com- 
pleted by Applicant Eligible to War 
Risk Insurance: 

To the Applicant: This company de- 
sires to assist the Government in its 
efforts to induce holders of War Risk 
Insurance Certificates to continue pay- 
ment of premiums and to change to 
some permanent form. The advantages 
which taey fairly earned by their war 
service should be retained so far as 
possible. 

To this end we ask you to answer 
the following questions: 

1. Were you insured by the War Risk 
Bureau? 

2. If so, is that insurance still in force? 

. Is it your intention to keep it in 
force in addition to the policy now 
being applied for in this company? 

4. Are you familiar with the privileges 
enjoyed under the Government 
contract? 

5. If you have dropped your Govern- 
ment insurance or intend to do 80, 
will you please give us your rea- 
sons for discontinuing? 


by the Home 


cot 





$1,000,000 IN ONE DAY 

The Bankers Life of Des Moines 
celebrated the fortieth anniversary of 
its founding on June 30, and in honor 
of the event, the field force produced 
over $1,000,000 of business which was 
received at the Home Office on Anni- 
versary Day. The production for the 
month of June, which was observed 
by the field force of the company as 
Anniversary Month, amounted to $8,- 
200,000, which is a new record not only 
for the Bankers Life Company, but also 
for Iowa life insurance. 

The total business of the company 
for the first six months of 1919 
amounts to $42,000,000, as compared 
with $22,000,000 for the first six months 
of 1918, 





HALL AGAIN WITH PEOPLES 

W. S. Hall, who was formerly assis- 
tant to Charles F. Nesbit in the Dis- 
trict of Columbia insurance depart- 
ment, and in the War Risk Bureau, has 
returned to his former position as as- 
sistant secretary of the Peoples Life, 
a Washington industrial company. 





The Perez F. Huff Agency of the 
Travelers has a record of over $2,000,- 
000 new life insurance issued during 
June. 
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LIVE HINTS FOR BUSINESS GETTERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 












If any one has told you 
that the months of July 
and August are not 
good months in which to 
sell life insurance, don’t 
you believe it for it is not true. 

The only reason life insurance com- 
panies do not write more business dur- 
ing these months than during any other 
is simply because the average man-be- 
hind-the-ratebook does not like the idea 
ot working under a sweltering sun— 
and when he is not working he cannot 
produce results, says the Illinois Life. 

There are many reasons why July and 
August should be the very best months 
of the whole year for insurance. 

First: Those who have money invest- 
ed in bonds, stocks and mortgages re- 
ceive during July the dividends or semi- 
annual interest on their investments. 
July is one of the greatest dividend- 
distribution months of the whole year. 

Second: The merchant takes this 
month his semi-annual inventory. If 
he has made money during the past six 
months—and he surely has—he is in- 
clined to invest some of his earnings 
in life insurance. If he has lost money 
he has all the more need to increase his 
line of insurance, in order that he may 
ussure to his family a solvent estate 
should he be suddenly called by death. 

Third: The farmer is just now enter- 
ing upon the most optimistic period of 
his whole year. His broad lands are 
groaning under the burden of growing 
grain, and he is already beginning to 
calculate his profits. He has time dur- 
ing July and August to discuss the mat- 
ter of protection for his family, and the 
rippling wheat and corn fields scatter 
inability-to-pay-the-premiums thoughts 
from his mind. He is waiting for the 
insurance man and he has the time to 
talk with him. 

Fourth: The salaried employee is now 
enjoying the summer dullness of his 
boss’s business, resting from his hard 
spring labors and recuperating for a 
busy fall. He has time on his hands 
which neither he nor his employer be- 
grudges to the insurance man, and his 
salary is going on just the same as it 
will be in the fall, when he will be too 
busy to give you a hearing; and 

Fifth: The great majority of your 
competitors are Idling, simply because 
it is Too Hot To Work. 

July and August. Ye Gods! Elysian 
fields overflowing with opportunity and 
money for the wide-awake hustling in- 
surance man. All that is required to 
make a record is work. Work means 
Sacrifice of Comfort. Sacrifice of Com- 
fort means Success. 

s e * 


All soliciting is alike in the 


The Hustler’s 
Harvest 
Time 


All essential features. Whether 
Soliciting we are trying to sell auto- 
Alike mobiles or real estate, 


books or washing-machines, 
write applications for life insurance or 
take subscriptions for a _ beneficent 
cause, the methods that lead to success 
are the same in each case, says the 
“Pacific Mutual News.” To seek an in- 
terview under the most favorable con- 
ditions possible, to make the right kind 
of impression on our prospect at the 
outset, arouse his interest, create a de- 
sire and finally secure his signature or 
order—these are the links in the chain 
in every well ordered and suécessful 
canvass, 

Salesmanship is both a science and 
an art. To master it in both these as- 
pects is to hold the key to success in 
any line of business the salesman may 
wish to enter, for he can then sell any- 
thing in which he believes and about 
which he can grow enthusiastic. 

In this lies the reason why the man 


who has had success as a salesman in 
other lines makes a good life insurance 


agent. He has already learned how to 
approach and interest people. General 
agents and managers do well who seek 
new material for their agency force 
among such people. 

As we run over in our minds hastily 
the agents in our Company whose prev- 
ious history we know something about, 
we think of one who used to sell coal, 
another advertising, another books, an- 
other cigars, another typewriters, and 
so on, and all of them stand high in 
our field force. Doubtless a little in- 
vestigation would disclose the fact that 
a large percentage of our agents mas- 
tered salesmanship in other fields be- 
fore they saw a new light and entered 
the larger realm they now occupy. 

* ” * 

When a certain new life 
insurance agent opened 
shop in a big town about 
a year ago, he went to 
every life insurance 
widow he could hear of and asked her 
her opinion of life insurance agents. 


He got the opinions of about fifty 
widows who were living off the pro- 
ceeds of their dead husband’s life in- 
surance. After he had left each widow, 
he would stop a little way down the 
street and make a memo of the best, 
most striking thing she said about life 
insurance agents, the God-send that one 
or more had been to her. Then he put 
brief, striking bits of opinions, each 
with the widow’s name and address into 
a four-page circular, “Will Your Widow 
Talk Like These Widows Do?” He 
mailed a copy of that circular to every 
business man in town, taking special 
care to address it to the man’s resi- 
dence, instead of to his place of busi- 
ness. 

Telling a friend about it not long ago, 
the original thinking and enterprising 
agent remarked: 

“That thing cleaned me up about 
$100,000 worth of business by my fol- 
lowing it with interviews. It even 
caused a number of citizens to come in 
and buy policies right over the counter. 
It don’t look as though I'd ever get done 
reaping from that sowing. I have had 
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WRITE THE GREATEST VOLUME OF 
GUARANTEED LOW COST LIFE INSURANCE 
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THE OPPORTUNITY TO SUPPLY THESE INSURANCE 
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wives thank me with tears in their eyes 
for springing that stunt on their hus- 
bands. They were wives who had simply 
exhausted their wits trying to get their 
husbands to insure. In my opinion, ag- 
ents don’t use their brains half as much 
as they should, in getting down to good, 
hard thinking how they can make some 
special wholesale hit as I did. All the 
time I was interviewing those fifty 
widows, I was writing enough insur- 
ance to pay expenses and a little 
more.”—Lifeman. 
* + * 
The increasing produc- 
A Talk tion of group business 
About Group this year gained addi- 
Insurance’ tional impetus recently 
by the issuance to the 
American Woolen Company of the 
largest group contract ever written—- 
covering 35,000 to 40,000 employees and 
upwards of $40,000,000 of insurance— 
which leads the Travelers to direct the 
attention of the field force again to the 
growing importance of this comparative- 
ly new line. The progress of group in- 
surance in the past year or two, par- 
ticularly during the past six months of 
industrial uncertainty, has demonstrat- 
ed clearly that this line of protection 
is going to be one of the leading de- 
partments of the Travelers. Without 














surance. 








“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 
Experience Table of Mortality, the corner-stone of modern life in- 
The “contribution plan” of surplus distribution, used al- 
most universally by American companies. 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 
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any question, group insurance has great 
value as a help to better the relation be- 
tween the employer and his employee. 
A list of policyholders is a list of the 
most foresighted, progressive employ- 
ers of the country. In the next few 
months there will be a period of reor- 
ganization of working forces and of re- 
adjustment between employer and em- 
ployee which will be particularly oppor- 
tune for the sale of this form of insur- 
ance. Up to this time, only a small 
percentage of the great number of em- 
ployers of the country have had the 
usefulness and value of group insurance 
brought to their attention, We pre- 
dict that the number who will be in- 
terested and sold either by representa- 
tives of this company or of some other 
company in the next year or two is 
going to be enormous. The Travelers 
says: 

“There are many reasons why this 
line should demand the attention of the 
Travelers’ field force—aside from the 
commissiens under the group contracts 
themselves. It is worth solicitation 
simply for the by-products which are 
produced. An excellent opportunity to 
write individual life, accident and health 
policies is given to the agent in ne- 
gotiating the group contract. Every 
employer will grant an interview to dis- 
cuss group insurance even if he is not 
yet ready to buy. Further, group is a 
big help in obtaining and holding com- 
pensation business and other casualty 
lines. We have had many instances 
where the compensation came to the 
Travelers upon renewal following the 
successful solicitation of a group con- 
tract. The converse is also true, that 
the agent of today must look into and 
become active in solicitation of group 

‘surance in order to hold his compen- 
sation renewals. 

“Recent developments in the group 
department should demonstrate to you 
—the field force—that if you are not 
now selling this line of business or if 
you are not going at its sale in a way 
which recognizes its growing impor- 
tance, you are missing an unusual op- 
portunity and overlooking a large and 
profitable line of development.” 





TWO NEW SPECTATOR BOOKS 


The Eastern Underwriter has re- 
ceived two new publications of The 
Spectator Company. They are “Sur- 
plus Earned, Including Dividends in 
Life Insurance 1919” and “Pocket 
Register of Life Associations, Thirty- 
Fourth Year.” 





The Guardian Life has appointed 
Thomas Murphy manager in Philadel- 
phia. 
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A Talk About Taxes Insurance 





By A. S. INGERSOLL, of Chicago General Agency, Mutual Benefit 


A point of considerable interest to 
Testators and Insurance Salesmen is 
brought out by a recent Income Tax 
Ruling of the United States Treasury 
Department in Regulations 45, Article 
342, which provides that: 

“No taxable income is realized from 
the passage of property to the Executor 
or Administrator on the death of the 
Testator even though it may have ap- 
preciated in value since the Decedent 
acquired it.’ 

This formal ruling merely confirms 
the prior practice of the Treasury De- 
partment. 

By analogy to the general rule of 
taxing profits on the sale of property, 
it would seem natural to assume that 
the Executor would be obliged to pay an 
income tax upon any appreciation in 
value since March 1, 1913, or a subse- 
quent date of acquisition, upon the sale 
by him of property of the Decedent, if 
not upon the appraisal as of the date 
of the Decedent’s death. Instead of 
adopting this theory, however, the De- 
partment, in a telegram from Commis- 
sioner Osborne to Ropes, Gray, Royden 
& Perkins, under date of February 3, 
1917, ruled that an income tax shall be 
levied merely upon such appreciation 
in value, if any, over and above the 
appraised value for Estate Tax pur- 
poses, aS may be shown upon an actual, 
subsequent sale of property by the Ex- 
ecutor or Administrator, and without 
any relation whatsoever to the original 
cost or any prior valuation of the 
property. 

Result of 

It is readily seen that the result of 
these two rulings is to give the Execu- 
tor or Administrator concern lest a too 


Rulings 


low valuation for Estate Tax purposes 
shall result in showing a subsequent, 
substantial appreciation upon sale of 
any portion of the property, thereby 


of such an unfortunate combination of 
circumstances was described in a letter 
to a prospect from James S. Drewry 
of the Cincinnati General Agency. A 
portion of this letter, which was quoted 
more fully in The Pelican No. 15 for 
May, 1918, is as follows: 

“A man, who died in Cincinnati not 
long ago, had a certain value placed 
upon his holdings in the appraisal. It 
was a low valuation and the estate tax 
was reduced accordingly. A lot of his 


ernment required a report of the amount 
received over the appraised value, 
which became in law a profit and upon 
which an income tax had to be paid. 
This income tax was nearly fifty per 
cent of the difference between the ap- 
praised value and the price received.” 

In other words, the income tax by rea- 
son of the sale above described was 
nearly one-third of the total selling 
price. 

The current Federal Income Tax is 60 








General 


FEDERAL ESTATE TAX 





MORMON ou cba xecctvcwensee 50,000 
Insurance Exemption ................ 40,000 
WEE Sat eater aoe eae $90,000 


$40,000 Insurance 
Exemption (when 





Gross Basis of Federal Tax on Total Rate % not payable to 
Estate Net Estate after $50,000 Ilederal of Gross Self or Estate) 
Exemption Tax Estate Balance of Estate 
Value Balance for Distribution 
Tax or o (subject to State 
Rate Per Various Federal Inheritance Tax— 
Next % Item Estates Tax less exemptions) 
(1) (2) (3) (4) (5) (6) (7) (8) (9) 
$ 50,000 $ 00 0 $ 000 $ 000 0.00 000 $ 000 $ 50,000 
100,000 50,000 1 500 500 0.50 400 100 99,900 
200,000 100,000 2 2,000 2,500 1.25 800 1,700 198,300 
300,000 100,000 3 3,000 5,500 1.83 1,200 4,300 295,700 
500,000 200,000 4 8,000 13,500 2.70 1,600 11,900 488,100 
800,000 300,000 6 18,000 31,500 3.93 2,400 29,100 770,900 
1,050,000 250,000 8 20,000 51,500 4.90 3,200 48,300 1,001,700 
1,550,000 500,000 10 50,000 101,000 6.54 4,000 97,500 1,452,500 
2,050,000 500,000 12 60,000 "161,500 7.87 1,800 156,700 1,893,300 
3,050,000 1,000,000 14 140,000 301,500 9.88 5,600 295,900 2,754,100 
4,050,000 1,000,000 16 160,000 461,500 11.39 6,400 455,100 3,694,900 
5,050,000 1,000,000 18 180,000 641,500 12.70 7,200 624300 415,700 
8,050,000 3,000,000 20 600,000 1,241,500 15.42 8,000 1,233,500 6,816,500 
10,050,000 2,000,000 22 440,000 1,681,500 16.73 8,800 1,672,700 8,377,300 
(Any higher amount—say) 
15,000,000 4,950,000 25 1,237,500 2,919,000 19.46 10,000 2,909,000 12,091,000 
10,000,000 25 2,500,000 5,419,000 21.67 10,000 5,409,000 19,591,000 


25,000,000 


(Rates and Exemptions under State Inheritance Taxes are based on individual shares of respective beneficiaries. 
shares are now exempt from such state taxes to the extent of Life 


than Self or Estate.) 








making the estate also subject to a con- 
siderable income tax upon what may be 

fact merely a fictitious increase in 
valuation. A case which gives a strik- 
ing illustration of the practical effect 


holdings were actually sold for the pur- 
pose of raising cash to cover estate ex- 
renses and to cover bequests made. The 
price brought was just about three times 
the appraisal. The United States Gov- 


Insurance 


All such 


payable to stated Beneficlary other 








per cent. or more on amounts over $100,- 
000, and the exemptions on any large 
incomes are relatively small; while the 
Federal Estate Tax does not exceed 8 
per cent. until the estate exceeds one 
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Perhaps no more authoritative and 
impressive endorsement of this plan 
could be suggested than is contained in 
the words of Elihu Root: 

“I have come to the distinct conclu- 
sion that by far the best, and indeed 
almost the only practicable way of 
guarding against the possible ruinous 
loss of a forced sale of securities, for 
the purpose of paying the various estate 
and inheritance taxes which are being 
imposed nowadays, both by the National 


million dollars, and the largest rate of 
25 per cent. does not apply until more 
than $10,000,000 is subject to tax. 
Obviously, the appropriate means of 
life insurance is immediately suggested 
as the best method of relieving the ex- 
ecutor or administrator of his dilemma 
under such complex conditions. Let the 
testator provide in his will for the dis- 
tribution of his specific property to 
specific beneficiaries, so far as possible. 
Then, in order that there need be no 














worry about the effect of the estate tax and the States’ governments, is by 
FEDERAL INCOME TAX 
Year 1919 
Married Person or 
Head of Family 
Net Income Basis of Computation Total Tax 
Rate % Next Tax per Rate % 
Item 
(1) (2) (3) (4) (5) (6) 
$ 2,000 — — ae 
3,000 $ 3,000 $ 120 $ 120 $ 2.40 
6,000 5 1,000 50 17 2.83 
8,000 10 2,000 200 370 4.63 
10,000 11 2,000 220 590 5.90 
12,000 12 2,000 240 830 6.90 
14,000 13 2,000 260 1,090 7.78 
16,000 14 2,000 280 1,370 8.56 
18,000 15 2,000 300 1,670 9.28 
20,000 16 2,000 320 1,990 9.95 
oe * se * . se 
30,000 19 10,000 1,900 3,890 12.97 
40,000 24 10,000 2,400 6,290 15.73 
50,000 29 10,000 2,900 9,190 18.38 
60,000 34 10,000 3,400 12,590 20.97 
70,000 39 10,000 3,900 16,490 23.56 
80,000 44 10,000 4,400 20,890 26.11 
90,000 49 10,000 4,900 25,790 28.66 
100,000 54 10,000 5,400 31,190 31.19 
se se Li) id * oe 
150,000 60 50,000 30,000 61,190 40.79 
200,000 64 50,000 32,000 93,190 46.59 
300,000 68 100,000 68,000 161,190 53.73 
500,000 71 200,000 142,000 303,190 60.68 
1,000,000 72 500,000 360,000 663,190 66.32 
(On all higher amounts—say) 

5,000,000 73 4,000,000 2,920,000 3,583,190 71.66 
10,000,000 73 5,000,000 3,650,000 7,233,190 72.33 
25,000,000 73 15,000,000 10,950,000 18,183,190 72.73 

**For abbreviation, rates in column two from 19 to 54 are the mean or average 
of a series of five rates increasing 1% for each additional $2,000, such increases 
applying from $8,000 to $100,000 continuously. 

EXEMPTIONS: 
$2,000 for married person or head of family 

1,000 only for single person without dependents 

200 additional for each additional dependent 

Life Insurance paid upon death to individual beneficiaries or estate of insured 

Life Insurance Endowments and Cash Values taken, to extent of net premiums 
paid in, and excess of cash value, if any, March 1, 1913, over prior net pre- 
miums 

Business Insurance (including death and endowment maturities and cash values 
taken) to extent of net premiums paid in not deducted as expenses of business 
in prior years, and excess cash value, if any March 1, 1913, over prior net 
premiums, 
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means of life insurance; which, for a 
moderate annual payment, will insure 
the sum necessary to pay such taxes 
without the sacrifice of the securities.” 


appraisal, nor, on the other hand, con- 
cerning the prospect of a needless sac- 
rifice of securities or other investments 
by any hasty or untimely sale, let the 
testator take out in addition to his 


RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 





BOOED cccrcecccessscesccscesersencesesesesess: cevenessoncccosnestosesososssosecs $18,362,862.75 

TED - Jacbnincvienbiharmcnnibienecenaebess cemendead valeunsoeontescadeasnens 16,626,824.78 

EEE FERRERS EERE EES aS RT OE 1,736,037.97 

NN OE BUN ci cicnshncadtspscrssscasnadrcdovondierdessdansieceenacensnees 149,170,320.00 

fs... . sehen eeetgte eines 2,376,218.75 

Total Payments to Policyholders since Organization ........ssecceeesees 21,988,834.83 
JOHN G. WALKER, President. 











A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum of 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 
ests of all members. 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
3% reserve 








Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 











PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

Address, PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 


























regular line of life insurance, a sufficient 
surplus amount, payable to his bene- 
ficiaries, executor or other trustee, as 
the circumstances seem to require, to 
cover all estate, inheritance and income 
taxes reasonably to be anticipated, as 
well as the expenses of administration 
of his general estate and such specific, 
cash bequests as he may desire to make. 
Trust Company Ads 

Trust companies are openly advertis- 
ing in the newspapers and periodicals 
and advising their clients to this course, 
suggesting that the proceeds of the life 
insurance policies be made payable to 
a Trust Company as trustee to carry 
out this program and such other pur- 


Are You Permanently Established? 


Write for Territory 


Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 





poses as the Decedent may desire. In 





this connection sight should not be lost 
of the possibilities of making this pro- 
vision most efficiently as an incident to 
the Decedent’s general plan for provid- 
ing an income for his family under the 
comprehensive and adaptable options 
of a Mutual Benefit policy. A thorough 
and enlightening discussion of the en- 
tire relation of “estate taxes and life in- 
surance” is contained in the folder so 
entitled, recently revised by the Com- 
pany’s Counsel and issued by the Com- 
pany (Form 483). A careful reading of 
this article is strongly urged. 
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Company of Philadelphia 
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The Thrift Campaign reinforces the Provi- 
dent agent’s canvass for long endowment. 








Northwest corner Fourth and Chestnut Streets 








Connecticut General 
Net Cost Claims 


A REFUTATION FROM FLITCRAFT 








Discussion of Participating and Non- 
Participating By Company Officer 
and General Agent 





The Connecticut General has circu- 
lated among its agents a discussion 
which took place in the office of George 
E. Bulkley, vice-president of the Com- 
pany, at the time the recently adopted 
commissions scale was under considera- 
tion, the participants in the dialogue 
being Mr. Bulkley and Charles J. Gould- 
en. This little conversation has been 
given a much wider circulation than 
originally intended by the Connecticut 
General as agents of other companies 
have seen it. Some have been amused 
at the rather sweeping claims made by 
Mr. Goulden, and it is reproduced in 
part as a hot weather document. 


T. W. Russell’s Statement 

The Connecticut General has also 
circulated a statement made to it by 
Thomas W. Russell, in which he com- 
pares Connecticut General stock rates 
with the record of net cost of mutual 
policies issued in 1901 at age 35 by a 
number of companies. 

Mr. Russell said that he found that 
on the twenty-payment life, basis $10,- 
000, in the first eighteen years the 
policyholder would pay the Connecticut 
General a total of $5,079.60 while the 
net cost of a participating policy issued 
at the same age in 1901 in eleven of the 
best of the moderate sized mutual com- 
panies would be from $5,091.30, the low- 
est, to $5,717.20, the highest. 

“In other words,’ said Mr. Russell, 
“even at the end of eighteen years on a 
twenty-payment life not a single com- 
pany on the above list had furnished 
insurance at as low an actual net cost 
as a man would get from the Connecti- 
cut General on its present non-partici- 
pating rates and during the early policy 
years the difference would have been 
still more marked.” 


Correspondence With Flitcraft 
One of the agents who saw this state- 


ment wrote to Flitcraft for light, his 
letter in part following: 

“The assertion is explicitly made by 
a representative of the Connecticut Gen- 
eral Life that the net cost (i.e., actual 
outlay) for insurance in that company 
on any plan, issues of 1901, has ever 
been lower in amount than in any mu- 
tual life insurance company whatsoever, 
this being applicable to both its partici- 
pating and non-participating costs. This 
I do not believe to be true; nor does it 
seem to be borne out in your publica- 
tions for year 1918 as covering ten-year 
period only (issues of 1908). These are 
strenuous days for life solicitors; time 
is short. You probably have the infor- 
mation readily available. What are the 
facts?” 

Mr. Flitcraft’s reply follows: “Re- 
plying to your letter would say that the 
assertion alleged to have been made by 
a representative of the Connecticut Gen- 
eral to the effect that the net cost for 
insurance in that company under poli- 
cies issued in 1901, on any plan, has 
been lower in amount than in any other 
mutual life insurance company, both as 
to its participating and non-participat- 
ing plans of insurance, is not true. The 
net cost of insurance in various com- 
panies, issued in 1901, has not been tab- 
ulated for comparisons, but we assure 
you that the boastful claim to which 
you refer is without foundation, and it 
cannot be substantiated by the man, 
whomever he may be, to whom you 
refer.” 

The dialogue between Messrs. Gould- 
en and Bulkley in part follows: 


Goulden-Bulkley Dialogue 

Mr. Goulden: As you know, Mr. 
Bulkley, personally, I’ve always favored 
non-participating insurance. Our ag- 
ents, however, and those of other com- 
panies as well, have given us more 
business on the participating plan. In 
the first place agents naturally consider 
their compensation. In most companies 
higher commissions are paid on partici- 
pating insurance and in addition the 
premiums upon which the rates are cal- 
culated are higher. Then there is an- 
other factor. Comparison enters large- 
ly into any competitive selling. Our 
rates and the net cost for participating 
insurance are so low that comparisons 
with participating companies operate 
greatly in our favor. Wherever the div- 
idend question comes up our agents find 




















The Verdict of the Great Jury. 


Your success as an underwriter depends upon the verdict brought in 


by the greatest jury in the world—the American 
eight years the Massachusetts Mutual has been bui 
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testify to the faithful and efficient service that it always renders. There 
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Occasionally we have a General Agency opening. 
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WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, | N. bt 


it easier to talk participating against 
participating rather than non-dividend 
against dividend insurance. 


Mr. Bulkley: If the commissions on 
non-participating insurance were in- 
creased and those on participating in- 
surance decreased, do you think it would 
result in your doing more non-partici- 
pating business? The expense of tak- 
ing care of non-participating insurance 
has proved to be so much less that it 
seems to be a good business proposition 
to offer higher commissions for the class 
of business that can be handled most 
economically, and the Company is con- 
sidering increasing commissions on this 
kind of business. 


Mr. Goulden: I feel sure that such a 
change would turn the scale in favor of 
non-participating insurance and that it 
would exert a stimulating effect upon 
our business which would be incalcu- 
lable. The actual advantages of non- 
participating insurance must be obvious 
to all who studied the figures Mr. Hun- 
tington gave us last spring comparing 
the net cost of participating and non- 
participating insurance on the Ordinary 
Life, Twenty Payment and Twenty Year 
indowment plans. Not in 20 years 
would the cost of the non-participating 
overtake that of the participating. If 
this is true of the Connecticut General 
which shows a lower net cost on the 
participating policies than any of the 
mutual companies, what chance have 
these companies in any competition 
with our non-participating policies? 


The offer of the non-participating in- 
surance is “so much for so much.” Like 
everything else bought and sold, it car- 
ries a definite and known price. Noth- 
ing is left to present imagination or 
future manipulation. Not so with par- 
ticipating insurance. All that is deter- 
mined as to its cost is that the premiums 
shall not go beyond a certain point, the 
gross premium. Its sale is based upon 
expectations that may not be realized. 
* * * * That estimates are not actuali- 
ties has been brought home to the 
policyholders of a number of companies 
this year. Some have found their divi- 
dends reduced; some have had them 
cut off altogether. The latter are pay- 
ing the maximum cost instead of the 
minimum they expected to pay. Ex- 
ceptional conditions have caused the 
slump in dividends but the fact re- 
mains that dividends are an unknown 





factor in computing the future cost of 
insurance, 

Mr. Bulkley: You are of course 
familiar with the argument that the ex- 
cess premium in the case of participat- 
ing insurance provides a margin of 
safety which makes greater security for 
the policyholder? 

Mr. Goulden: Yes. Theoretically that 
is right, but the companies which are 
strongest financially and have the larg- 
est surplus over reserve requirements 
are the stock companies. 

Mr. Bulkley: Do you think our Com- 
pany should stop issuing participating 
insurance? 

Mr. Goulden: Certainly not. It is 
mighty fine to be in a position to give 
an applicant or an agent whichever 
kind of insurance he wants. I believe 
strongly however that agents who will 
offer non-participating insurance rather 
than participating will eliminate practi- 
cally all competition if they use the 
proper argument. 

Mr. Bulkley: What would you say to 
a prospect when you wanted te avoid 
competition? 

Mr. Goulden: My line of argument 
would be: “Mr. Applicant, you want to 
get all the insurance your money will 
buy. For the same rate that the Blank 
Life Co. will charge you for $10,000 
insurance I can give you $13,000 or $14,- 
000. The Blank Life, or any mutual 
company, will pay dividends to reduce 
your premium but only on certain con- 
ditions. The company must first eara 
them and then it must decide to let you 
have them. There is nothing in any 
contract the company will make with 
you that will compel them to pay you 
one cent for dividends if it hasn’t 
earned them or doesn’t care to disburse 
them. 

“Dividends on participating insurance 
are always to be taken on faith until 
they are received in cash. The size of 
the dividends or whether there will be 
any at all, depends entirely upon 
whether there are to be other wars, 
more epidemics, increased taxation, 
higher cost of management, lower re- 
turns from investments and many other 
possibilities that will make dividends 
smaller or nil. 

“Mr. Applicant, you have no desire to 
be vexed by these uncertainties. You 
want to know not only where you are at 
the start but where you will be at the 


(Continued on page 9) 














The Agents of the 


New England Mutual Life Insurance Company 
After another Year of Splendid Success, 











| Face the New Responsibilities resulting from the War, 
with the Determination to give that 
Generous Service which is making Life Insurance 


A Universal Necessity 
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Increases Limits Home Life, Dies || PURELY MUTUAL THE CHARTERED 1857 
$100,000 NOW ON ONE LIFE IN POOR HEALTH FOR MONTHS Northwestern Mutual Life Insurance Co 





Explanatory Letter Sent to Field By 
H. H. Ste‘ner, Superintendent 
of Agencies 





The Connecticut General has _ in- 
creased its limits and will now carry as 
much as $100,000 on one life. In a letter 
to the field H. H. Steiner, superintend- 


ent of agencies, says: 

“We have taken another forward step 
in our progressively conservative pro- 
gram, which was announced to our ag- 
encies by telegraph on May 9th and was 
followed the same day by a letter from 
Secretary Greene giving the full details 
of our new limits. A great deal of 
thought and consideration was given to 
this very important step and finally we 
were enabled to make satisfactory re- 
insurance arrangements with one of 
the leading companies. 

Well Received by Field 

“There has been no step taken re- 
cently by this Company which has met 
with a more cordial reception on the 
part of our field organization than has 
this one. The field of activity for our 
agents has been materially broadened 
and they are enabled not only to large- 
ly increase their personal income by 
writing the new limits but also they 
have been given a much wider scope 
for public service. In the last analysis 
this is the most important duty of a 
corporation such as ours, and we have 
no doubt but that our organization is 
going to take full advantage of this 
opportunity to render a broader service 
to our clientele. 

“Under the new scale of limits the 
necessity for the brokering of business 
through other companies is largely 
eliminated and, conversely, we are in 
a much better position to accept brok- 
erage lines from other agents because 
of the round limit of $100,000. 


Decreasing Value of the Dollar 
“Every large insurable policyholder 
should be seen at once and given the 
opportunity of increasing his line with 
us. In many cases we know that those 
who formerly had our maximum de- 
sired a larger amount of insurance with 
us, but on account of our small limit, 
it was impossible to gratify this wish. 
We are now, however, in a position to 
materially increase the protection which 
these policyholders need more than 
ever before. Demonstrate through the 
use of the salesbook the steadily de- 
creasing value of the dollar and then 
show the need for increased protec- 
tion in order to continue the equivalent 
of the protection which was originally 

considered essential for the family. 
“The advertising value of our new 
limits is a very material factor. Men 
of large affairs think in large figures 
and the round figure of $100,000 is far 
more attractive to such men than the 

smaller limits which we had before. 
“We feel confident that our field rep- 
resentatives will not overlook the fact 
that these new limits make the question 
of qualifying for the national conven- 
tion far easier. As a matter of fact, 
every fulltime agent in our ranks 
should attend the meeting at the Hotel 
Griswold this year. Failure to do so 
simply means lack of appreciation of 





One of Most Prominent Executives in 
Life Insurance; Former President 
Yale Club 





George E. Ide, president of the Home 
Life, died in Locust Valley, L. 1. on 
Wednesday night. He had been ill for 


some months. 

Mr. Ide, who was fifty-nine years old, 
was one of the best known insurance 
executives in the United States. He 
was born in Brooklyn on May 10, 1860, 
the son of Henry Ide and Mrs. Lydia 
Smith Ide. He was educated in the 
Collegiate and Polytechnic Institute of 
Brooklyn and at Yale, from which he 
graduated in 1881 with the degree of 
bachelor of arts. (Fifteen years later 
Yale awarded him the honorary degree 
of master of arts. 

As soon as he had graduated from 
"ale Mr. Ide entered the banking house 
of Dominick & Dickerman in New York 
ind served with that company in vari- 
ous capacities for about nine years. In 
‘890 he turned his attention to the in- 
urance business, and in that year was 
elected secretary of the Home Life. 
Two years later he was elected vice- 

resident, and in 1894 he was made 
president. He was a director of the 
l.archmont National Bank, Fidelity and 
Casualty, Washington Trust Company 

1d the Grand Central Branch of the 

‘orn Exchange Bank and a trustee of 

e Title Guarantee and Trust Company. 
'e was a member, and for several years 
was president, of the Yale Club, and 
also was a member of the University, 
‘etropolitan, Piping Rock, Railroad, 
Century, New York Yacht, Larchmont 
Yacht, Hamilton, the Nassau County, 
Graduates, Automobile Club of America 
and the Pilgrim Club of London. 





VETOES STATE FUND BILL 


Madison, Wis. July 9—Gov. Philipp 
has vetoed the Masiakowski bill de- 
signed to build up the state life in- 
surance fund by permitting a larger 
fee for the solicitation of state life in- 
surance, Under the terms of the bill 
the commissioner of insurance would 
appoint a solicitor in each county. The 
solicitor so appointed would receive 
as a fee 50 cents on each $100 of insur- 
ance written plus 10 per cent of the 
first annual premium. 





Agents of the Detroit Life paid for 
$591,500 during President’s month 
(June). The Company has paid for 
$2,444,000 in ithe first six months of 
this year. In the first six months of 
last year it paid for $1,627,000. 





Over sixty members of the Bankers 
Life of Des Moines field force are mem- 
bers of the Fortieth Anniversary Club, 
which was organized to commemorate 
the fortieth anniversary of the com- 
pany in June of this year. 








the greatest opportunity to write life 
insurance ever known. 

“The moral effect of the increased 
limits following so shortly after the in- 
fluenza epidemic and the world war is 
great; it reflects the absolute and un- 
shaken confidence of the Company in 
the future.” 





1850 


Good men, whether experienced in 
. 277 Broadway. New Y: 


FINANCE 


COMMITTEE | WILLIAM H. PORTER, Banker 





THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 
fe insurance or not, may make direct contracts with this 


09 hy. for a limited territory if desired, and secure for themselves, in addition to first year’s com- 
4 renewal interest on oie an income for the future. Address the Company at its Home 


JOHN P. MUNN, M. D., President 
CLARENCE H. KEASEY, Pres, Title Guarantee and Trust Co. 
EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 


1919 








MILWAUKEE, WISCONSIN 
WM. D. VAN DYKE, President 


INSURANCE IN FORCE, $1,680,936,546 


SATISFIED POLICYHOLDERS each year apply for over 35% of the 
new insurance issued 


POLICIES MOST FLEXIBLE AND EASY TO SELL 
Complete Agency Protection: 
Enforced Anti-Rebate and No-Brokerage Rules 


Investigate GEO. E. COPELAND, 


before selecting your Supt. of Agencies, 
Company Milwaukee, Wis. 




















Mr. Successful Life Insurance Agent: 
Do you want to secure a General Agency 
for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company guarantees: 
FIRST, that in case of death from any cause, $5,000, the face of the Policy will 


be paid, 
ECOND, that in case A death from any ACOLDBENT, $10,000, or DOUBLE the 
face of the Policy, will be paid 
THIRD, that in case of death > oe SPECIFIED accident, $15,000, 
or THREE TIMES the face of the Polic be pai 
FOURTH, that in the case of total’ di disebilits - a result of accidental injury, the 
Company will pay direct to the insured at the rate of $50 PER WEEK during such 
disability, but not to exceed 52 weeks, after which the weekly indemnity will be at 
the rate of $25 PER WEEK throughout the period of disability. Can insurance do 
MORE? And WHY should any man be satisfied with a policy that would do less? 
Annual Premium, Ordinary Life, at Age 35.....ssssecseeeeeeceecenes 
Twenty Payment Life, at Age 35.....ccccccccccccsccccccccscccccsoces 


Twenty Year Endowment, at Age 35....-ssceceececcceceeseeccesencee 
General Agents wanted in the following States: See, Delaware, Kan- 


sas, Michigan, Ohio and the District ef Columbia. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 












































Southwestern Life Insurance Co. 
Home Office, DALLAS, TEXAS 











19,712 LEADS 


were distributed among Fidelity field men in 1918—the result of 
our direct mail advertising. This is agency co-operation on a 
vast scale and explains why we are writing more business than 
at any time in our history. 

The Fidelity operates in 40 states. Full level net premium 
reserve basis. Faithfully serving insurers since 1878. Insurance 
in force over $150,000,000. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 











THE WESTERN AND SOUTHERN LIFE INS. CO. 


W. J. WILLIAMS, President Organized 1888 CINCINNATI, OHIO 


The Largest Industrial Company Also Issues All Standard Forms 
West of the Alleghenies of Ordinary $500 to $10,000 


A Record of Thirty Years of Progress 
TEN-YEAR PERIODS 








Insurance Policies 

Aeoste in Fores Income Issued 
fet ee a ee $1,744,102 387,702 
* oan 03,485 «1898-1907 .........c. nes 10,551, 1,139,235 
14,008,422 115,099,897 1908-1917 .....-. ss. eeee 845,050 1,961,674 








AGENTS WANTED in the Principal Cities of Ohio, Kentucky, 
Michigan, Indiana, West Virginia and Western Pennsylvania 
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its policies being solely upon the lives 
of residents of this country; the Penn 
Mutual has no investments outside of 


PROMOTED IN CHICAGO 
New life companies being promoted 


Donaldson Report 
On Penn Mutual 














: in Chica incl ations . 
the United States, which is most fortu- perance ete - naman lair 
nate. Trust, General Life & E 
COMMISSIONER'S HIGH PRAISE “This institution is a policyholders’ National Life. Sincerity Life’ Chieseo 
company. Being mutual in plan, life in- National Life and Public Life. INSURANCE Co 
Underlying Spirit of . Management surance protection is furnished to mem- ” 
y . & ‘rs by each other at cost, the policy- (Purely Mutual) 


That of Complete Mutuality; 
Comment on Investments 





The Pennsylvania Insurance Depart- 
ment recently made an examination of 
the Penn Mutual Life. After the ex- 
amination Commissioner Donaldson is- 
sued this statement for publication: 

“The Penn Mutual is the largest life 
insurance company in this common- 
wealth, with outstanding insurance of 
$802,225,787, protected by reserves of 
$161,710,461 on December 31, 1918, and 
the examination just concluded dis- 
closes that it has been consistently and 
continuously operated in the interest of 
its membership. 

“This is the first examination of the 
Company made since the completion 
and occupancy of the new Home Office. 
which, without doubt, is the finest 
building of its kind in the country, its 
beauty of design and construction and 
ithe arrangement of the various depart- 
ments housed therein exemplifying the 
character of the whole institution and 
reflecting its strength in the insurance 
world. 

“We found that the underlying spirit 
of the management is that of complete 
mutuality, the members constituting the 
Company and being accorded their equi- 
ties in all relationships—at the time of 
their association, during the continu- 
ance of their policies and when retir- 
ing by death or otherwise. 


War Clauses 


“When the war began, the Company, 
in keeping with its mutual character, 
charged extra premiums in issuing new 
insurance, as did other similar institu- 
tions, old policies being free from all 
restrictions. Upon the signing of the 
armistice, however, by authority of the 
Board of Trustees, the management as- 
sumed liability for the deaths of all 
insured members in Government serv- 
ice, whether in the United States or 
abroad, and refunded the extra prem- 
iums charged therefor. In addition to 
this patriotic action, it united with a 


number of other life insurance com- 
panies in insuring for a moderate 
amount those engaged in Red Cross 


and Y. M. C. A. service. 

“In support of the Government during 
the war, the Company subscribed for 
$1,000,000 of the First Liberty Loan, 
$1,500,000 of the Second Liberty Loan, 
$2,500,000 of the Third Liberty Loan, 
and $15,000,000 of the Fourth Liberty 
Loan ($10,000,000 of which was pur- 
chased on the deferred payment plan 
recommended by the Federal Reserve 
Bank), making a total as of December 
31, 1918, exclusive of bonds purchased 
for employees, of $20,000,000. Since that 
date the Company has subscribed for 
$8,000,000 of the Fifth Liberty (Victory) 
Loan. 

“Approximately one-quarter of the 
Company’s death losses during 1918 
were due to a combination of the war 
and the influenza-pneumonia epidemic 
which swept the country during the con- 
cluding months of the year. 


Cost of New Business 

“The Company has passed through 
the strain of war and epidemic without 
adversely affecting its fundamental 
soundness. 

“The Company holds an_ enviable 
record for the prompt payment of death 
losses. 

“The cost of new business, as well as 
the total expenses of the Company, are 
weil within the limitations established 
by law. 

“We were surprised to find such a 
high record of complete and timely in- 
terest collections. 

“No foreign husiness is transacted, 


holders participating in all savings due 
to economical administration. 

“We are convinced, as a result of 
this examination, that the _ strictest 
financial principles are continuously ob- 
served, and that no more careful invest- 
ment and husbanding of the Company's 
resources are possible.” 





TWO DEATHS 
Mother Worries About Six Boys at 
Front Only to Find One 
Killed at Home 

There were two deaths in this coun- 
try within the week that struck the De- 
troit Insurance Agency, Detroit, Mich., 
as being of more than passing interest, 
simply by way of showing the uncer- 
tainty of life; so they sent out a state- 
ment about them, showing life’s un- 
certainty. One of them was that of an 
old conductor of the Pennsylvania 
Railroad. He had been upon the road 
continuously for thirty-five years. He 
understood all about railroading. He 
had often seen people lose their lives 
through carelessness. But he stepped 
from his train, when it stopped at a 
station, and walked upon another track 
in front of a passing train and was 
killed, just as he had seen many other 
persons lose their lives. 

The other death occurred in Chicago, 
in an automobile accident. There is 
nothing unusual in automobile acci- 
dents; people lose their lives every day 
in one way or another in automobile 
accidents. But it happened that this 
hoy who was killed in Chicago has six 
brothers in the army, some of them in 
France, and none of them having so far 
incurred an injury. The mother has, 
naturally, been worrying over the risks 
being taken by her soldier sons. But it 
was her civilian son who first lost his 
life. 








Connecticut General 

Net Cost Discussion 

(Continued from page 7) 

finish. You do not enter into partner- 
ship with every dealer with whom you 
engage in trade. You do not buy any- 
thing at a contingent price, the con- 
tingency to be entirely beyond your con- 
trol. The old time definition of blind 
bargains was ‘buying a pig in a bag.’ 
That is what buying life insurance for 
ihe dividends it may yield, practically 
amounts to.” 

It would be possible to make an ap- 
plicant so opposed to participating in- 
surance that he would not even listen 
to an agent trying to sell him insur- 
ance on that plan. This would elimi- 
nate practically all competition except 
that of the Blank, which writes only 
non-participating. As our rates, includ- 
ing disability, are lower than theirs, we 
really have no competition to face or 
fear. 

Mr. Bulkley: I heartily agree with you 
that the average man not only will get 
his insurance cheaper on the guaranteed 
plan, as I like to call it, but he can 
figure his yearly budget of expenses, 
including his life insurance, exactly. 
Now, as a practical agency man, what 
do you think of the agents’ end of the 
argument? 

Mr. Goulden: I am satisfied that if 
the Company’s agents specialized in 
non-participating insurance they woulf 
not only write more business and mak 
more money for themselves but they 
would build up the Company on the 
solid foundation which has already 
been established and make it an im- 
pregnable contender. 





Cadets of the West Point Military 
Acad:my are how permitted to take 
out war risk insurance. 


Eastern Underwriter: 
pleasure that I renew my subscription 
to your paper. 
the insurance business a short time I 
am 
papers, but must say that for general 
information your paper has been the 
most useful. 





MOST GENERAL INFORMATION 


Albany, N. Y., July 5.—Editor The 
It is with much 


While I have been in | 
insurance 


a subscriber to many 


HOWARD B. STARK. 
Special Agent. 





More 
Power 
To You 


The more push there 
is behind you the more 


256 BROADWAY, NEW YORK 
GEORGE E. IDE, President 





The 59 Annual Report of the 
Home Life Insurance Company 
shows over Four Million Dollars 
paid to policyholders in 1916, of 
which over Seven Hundred ou- 
sand was in dividends. The in- 
fluenza pneumonia epidemic caused 
an abnormal mortality greater than 
any experienced in the Company's 
history, but notwithstanding this 
the aaoete Se Sa increase of 
more than and are now over 
Thirty-Six Million Dollars. P 


The total insurance in force was 
increased curing Ge year 8.6% and 
is now near ne Hundred 
Fifty-Nine Million Sein = 





For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 


256 Broadway, New York, N. Y. 











power you have. We 





furnish the push. This 
push is the help we 
give our men. No 
other life insurance 
company does as much 
to insure the success 
of its Field Force. Ask 
any Bankers Life man 
or write 


Bankers Life 


Company 
DES MOINES 


Build Your Own Business 


under our direct general agency contract 
Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 


INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 














THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 


W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance. 
ATTRACTIVE LITERATURE 
Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 


























IN THE CENTER OF THE U. S. A. 














is located a big, vigorous, and growing in- 


Investigate for 


stitution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


Over $180,000,000 of insurance in force. 


yourself. 


Missouri State Life Insurance Company 


M. E. SINGLETON, President 
St. Louis, Missouri 
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MR. RICHARDSON’S MESSAGE 

Frederick Richardson, United States 
menager of the General Accident, has 
returned from Great Britain with the 
statement that the war has proved the 
great strength of insurance institutions 
both in Great Britain and the United 
States, and he found while abroad 
that his buoyant enthusiasm regarding 
the future was shared by officials of 
the General Accident at Perth. Changes 
of a profound nature have taken place 
in the social fabric, and although to 
external appearance things seem the 
same as they were in the days before 
the war he found a new social spirit 
in being that will tend to strengthen 
and beautify the lives of all conditions 
of man. Great housing schemes have 
been formulated and plans are being 
developed for the settlement of labor 
disputes and the grievances of labor by 
the organization of wages boards and 
courts of arbitration and by interna- 
tional agreement in the Society of Na- 
tions. If there was any positive evi- 
dence that soviets are to rule, as was 
predicted by William Allen White, the 
Kansas editor, when landing in New 
York from Europe the other day, it 
did not impress Mr. Richardson. 

“The rapid development of our busi- 
ness in this and other countries is not 
in my opinion likely to have any seri- 
ous set back,” he says, and his advice 
to agents of the General is to go on 
building up their organizations, “as I 
found the people on the other side 
building up theirs, in the sure hope 
that the best is yet to come.” 





MONTHLY PREMIUM BUSINESS 

Not everybody is satisfied with the 
‘monthly premium accident and health 
business. Shifting populations continue 
to annoy some offices more than any- 
thing else just now. Everybody is 
working hard to keep pace with the 
cancellations. The managers have the 
satisfaction of seeing much new busi- 
ness coming in but at the end of the 
month they do not all find they have a 
net increase. Yet, on the whole, busi- 
ness is said to be good. 

There are two classes of men who are 
easily affected with the wanderlust; 
those who have surplus cash and those 


who have none. The prosperous ones 
are apt to turn up their noses at their 
jobs, abuse the town they are in, get 
full and be found next in the smoking 
compartment on the way to another 
town. The man out of a job is equally 
anxious to experience a change of 
scenery. 

One of the hotels in New York re- 
cently noticed that its waiters were all 
going to Pittsburgh. One after another 
they dropped off the payroll—or tip con- 
cession—but they didn’t appear to know 
just why they were going to Pittsburgh; 
they just went. The company having a 
number of these men insured set its 
Pittsburgh representative to seek the 
migratory collectors of tips but he met 
with poor success; he just couldn’t find 
them. 

All through industrial districts work- 
ing forces are changing. In Elmira 85 
per cent. of the men in one plant were 
dropped and most of them have dis- 
appeared, losing themselves in the vast 
army of migratory help scattered to the 
four winds. Every big town has the 
same experience. The women are being 
dropped from payrolls and the problem 
is where are the insurable men to come 
from to take the place of this vast 
army of insured that buys freely when 
the money is plenty and drops out 
easily and thoughtlessly when the in- 
come is interrupted? Then, too, there 
is the flood of emigration, over a million 
workers planning to leave the United 
States. 

It will require more than usual care 
on the part of the monthly payment and 
disability insurance solicitor to avoid 
wasting his time and that of his com- 
pany’s home office organization on ap- 
plications that are likely soon to become 
lapses. It will pay to give some thought 
to the probability of certain plants con- 
tinuing in operation and others of quit- 
ting or running short time. 





MARINE REPORTS TROUBLESOME 





Difference in Laws of Several States 
Renders Work of Blanks 
Committee Difficult 
With reference to marine insurance 
the committee on blanks of the National 
Convention of Insurance Commissioners 
is confronted with an apparent conflict 
in the laws of the several states. Some 
distinctly provide that certain classes 
of business shall be described as “ma- 
rine” business when written by mutual 
fire insurance companies. Other states 
distinctly require that they shall be re- 
ported as “fire” business, and other 
states as “inland” business. This lack 
of harmony in the laws of the different 
states made it impracticable for the 
committee to complete what it consid- 
ers to be desirable changes in this 

blank. 


The changes recommended are in har- 
mony with the changes recommended 
for the other blanks and the further 
changes which were the subject of dis- 
cussion, viz.: the question of proper 
separation to be shown between “fire” 
and “inland marine,” and the question 
of showing the separation of each par- 
ticular line of insurance similar to the 
proposed separation for the stock fire 
blank, have been referred to the stand- 
ing subcommittee of the committee on 
blanks, consisting of the representatives 
of the states of Massachusetts, Connec- 
ticut and New York. 





King, Alley & Lawrence, Inc., is a 
new corporation succeeding John JB. 
King Co. and B. J. Alley, Inc. 




















Logue Bros. & Co,, Inc., and his son, 
G. K., more popularly known as “Ted” 
Fry, both distinguished themselves in 
the service of the Government during 
the war, and a photograph of father 
and son, obtained by The Eastern Un- 
derwriter, is reproduced in this column. 
H. C. Fry, Jr., who in addition to be- 
ing vice-president of Logue Bros. & Co., 
Inc., is president of the Automatic 
Sprinkler Equipment Co., of Pittsburgh, 
vice-president of the Natione’ Bank of 
Rochester, Pa., and a director in some 
other institutions, is a graduate of 
Pennsylvania Military College, Chester, 
Pa. In 1916 he attended the Platts- 
burgh training camp, and in November, 
1917, entered the service as a captain, 
being for one month stationed at Camp 
Gordon, Atlanta, Ga. From there he 
was assigned to Flying Station, Gerst- 
ner Field, Lake Charles, La., as quar- 
termaster, where he remained until the 
field was wiped off the map by a cy- 
clone. Then he was detailed to Fort 
Oglethorpe, Ga., as quartermaster from 
where he was assigned to the Bureau 
of Standards, Pittsburgh, to make op- 
tical glass for the navy. For seventeen 
years prior to going into the insurance 
business he was a glass manufacturer. 
He was discharged from service in 
February, 1917, by which time he had 
won the rank of major. “Ted” Fry was 
one of Glenn Warners’ iootball stars 
at Pittsburgh on the teams of ’14, ’15 
and ’16, being graduated six months 
ahead of his class and enlisting in the 
air service in April, 1917. He got his 
first training at Essington, Pa., on sea- 
planes, was praqmoted to first lieuten- 
ant and assigned to the field at Lake 
Charles when that station was opened. 
He was in the service twenty-one 
months as instructor in aviation at 
Lake Charles, later being assigned to 
McCook Field, Dayton, where he was 
in the testing and technical depart- 
ments. He is now with the Fry Glass 
Co., Rochester, Pa. 





NEW ASSISTANT SECRETARIES 

At a meeting of its board of directors 
the Niagara Fire elected James G. Ma- 
conachy and Joseph H. Macfarlane as- 
sistant secretaries. Mr. Maconachy is in 
charge of the Company’s middle depart- 
ment operations, while Mr. Macfarlane, 
in conjunction with Vice-President 
Steele, deals with Niagara’s Western 
Department business. 





The Joseph Emsheimer Agency, 


Wheeling, W. Va., organized in 1873, 
has been appointed general agent for 
the Westchester in West Virginia. 





Assistant Actuary Oliver Wirfred 
Perrin, of the Penn Mutual Life, was 
overwhelmed by an avalanche of let- 
ters and telegrams from his host of 
friends in insurance circles conveying 
hearty congratulations and best wishes 
when it became known that he had 
married Miss Renee Barrie, daughter 
of Mrs. George Barrie, Narberth, Pa. 
They are spending their honeymoon in 
Maine. Hamilton Court, West Phila- 
delphia, will be their permanent abid- 
ing place. Mr. Perrin will resume his 
duties on July 28. 

* oe + 

R. Gilmore Close, manager of the 
claim branch of the industrial depart- 
ment of the General Accident at the 
United States head office in Philadel- 
phia, has been allowed a three months’ 
leave of absence on account of ill 
health, resulting from close applica- 
tion to business. Accompanied by 
Mrs. Close, he is recuperating at Wells- 
boro, Tioga county, Pa., his old home 
and birth place. Manager Close has 
been actively engaged in underwriting 
lines for the past twenty-three years 
at Elmira, N. Y.; Boston, Mass., and 
Philadelphia. 


G. N. Platt, agent for the Fireman’s 
Fund at Vacaville, Cal., is also justice 
of the peace. Recently a Japanese jit- 
ney driver was brought into his court. 
Driving while drunk, the Japanese had 
gone off the road, overturned his car, 
and injured some of the occupants. Jus- 
tice Platt not only held him for the 
amount of personal injuries due the 
complainant, but fined the driver $50, 
took away his jitney license and held 
him responsible for the care of the 
complainant’s ranch during the period 
of his recovery from the injuries sus- 
tained in the accident. 


s ¢ @ 


U. O. Michaels, special agent for the 
Insurance Company of North America, 
who recently visited South America for 
the purpose of investigating and re- 
porting on that field as a prospect for 
American fire insurance companies, 
addressed the Fire Prevention Society 
of Maryland, Delaware and District of 
Columbia recently. In his talk he said 
that the Insurance Company of North 
America will enter Brazil and that the 
— of New York will enter Argen- 
tina. 





APPOINT O. M. THURMAN 





New Superintendent of Agencies of 
Mutual Benefit Assumes Duties 
August 1 





The Mutual Benefit Life Insurance 
Company has appointed Mr. Oliver M. 
Thurman Superintendent of Agencies, 
and he will assume the duties of his 
office on August first. Mr. Thurman was 
for several years a field man for the 
Company. He takes up the work laid 
down by Mr. Drew, who resigned to 
take charge of the Chicago Agency. 





GRIFFITH’S NEW POSITION 

Warren Griffith, superintendent of 
agents of the commercial, accident and 
liability departments of the Continental 
Casualty Company, has been made vice- 
President of the H. G. B. Alexander & 
Co., in charge of production and under- 
writing. 

Mr. Griffith will continue his duties as 
superintendent of the Continental Cas- 
ualty Company, as well as vice-presi- 
dent of the H. G. B. Alexander & Co. 





Heymann, Arnold & Co. have been 
appointed Philadelphia representatives 
of the Orient, of Hartford, and the 
United British, of London, Eng. 
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Specials Meet At 
Saranac Inn, N. Y. 





NEW SECRETARY WELCOMED 





C. R. Folsom Heads Association of 
Supervising and Adjusting Insur- 
ance Agents 





(By Telegraph to The Eastern Under- 
writer) 


Saranac Inn, N. Y., July 8.—The Un- 
derwriters’ Association of New York 
State met here this morning, and after 
making provision for changing the by- 
laws of the association permitting the 
election of an assistant treasurer and 
assistant secretaries, adjourned until 
Wednesday morning, giving way to the 
regular annual meeting of the New 
York State Association of Supervising 
and Adjusting Insurance Agents. This 
latter association is holding its forty- 
seventh annual meeting. 

When the old association met Percy 
B. Jarvis, the president, was in the 
chair. He recommended that the New 
York State Association of Supervising 
and Adjusting Insurance Agents hold 
at least one other meeting a year than 
the annual. Harry Chase Brearly, of 
the Natiional Board of Fire Under- 
writers, delivered an interesting ad- 
dress, describing the functions of the 
National Board. Mr. Brearly is the 
man who wrote the history of the Na- 
tional Board, compiJing a great human 
interest volume, and he also got up the 
copy for the page ads that the National 
Board is running in magazines of gen- 
eral circulation. 

Following Mr, Brearly several mem- 
bers of the association made short in- 
formal talks, among them being E. H. 
Hornbostel, F. W. Curtis, J. M. Caroth- 
ers, Sr., and H. B. Smith. Among the 
company executives present were C. R. 
Perkins, assistant United States man- 
ager of the North British; J. C. Bar- 
den, secretary of the Automobile In- 
surance Company of Hartford, and 
Victor Roth, secretary of the Security 
of New Haven. 


Warm Greeting for Jenness 


F. W. Jenness, the newly elected 
secretary of the Underwriters’ Asso- 
ciation of New York State, was given 
a warm reception and spoke briefly. 
Mr. Jenness is sixty-seven years old, 
and his election as secretary was a 
result of the belief in underwriting 
offices that a man of wide experience, 
thorough knowledge of forms and rates 
and ability to handle complex situa- 
tions, was necessary for the job, all of 
which qualifications he has, Mrs. B. C. 


FIRE INSURANCE DEPARTMENT 





Chittenden and Mrs. Percy W. Clark 
entertained with songs and recitals. 
C. R. Folsom President 

The New York State Association of 
Supervising and Adjusting Insurance 
Agents elected the following officers: 
President, Charles R. Folsom; vice-pres- 
ident, William C. Roach; secretary and 
treasurer, John W. Woods; chairman 
executive committee, Frank E. Burke; 
members of the executive committee, 
John A. Jordan, Alex. J. Bates, George 
S. Tompkins, A. T. Lovett, Frank W. 
Young and Louis C. Breed. Fifty-three 
new names were presented for active 
membership in the association and were 
elected. Harry Chase Brearly was 
elected an honorary member. 

One of the pleasing numbers on the 
program was a talk by James Victor 
Barry, assistant secretary of the Met- 
ropolitan Life. 


Some Ball Game 


This afternoon a baseball game was 
played between teaimas composed of 
representatives of the American and 
foreign companies doing business in the 
United States. The foreign team ran 
short of diamond talent, but with the 
assistance of W. Cj) Roach, of the 
Aetna, “Bill” Hadley of The Eastern 
Underwriter, F. E. Burke of the Home, 
and F. W. Curtis, who umpired the 
game, it beat the American team, tae 
outfielders of which had to be carried 
to the plate at the end of each inning 
because of the constant chasing of long 
flies. A special bodyguard of Saranac 
Inn hotel detectives protected Mr. Cur- 
tis from assault after the game. 





PLENTY OF WORK 
It is understood that W. C. Scheide, 
in charge of the insurance division of 
the Alien Enemy Custodian’s office, 
has about three or four months’ more 
work ahead of him to clean up the 
affairs of the office. There has been 
some delay in settling marine losses, 
about $500,000 being tied up. The cus- 
tudian’s office has the money, of course, 

but is awaiting proofs of loss. 





LEAKAGE DELEGATES 


The following have been appointed to 
represent the Eastern Sprinkler Leak- 
age Conference at the joint meeting to 
be held in the Chamber cf Commerce, 
at Buffalo, N. Y.: Evert Nourse, of the 
Northern Assurance; Harvey Patterson, 
of the Automobile; Percy Brink, of the 
Westchester; Harry Vail, of the Amer- 
‘can Lloyds; and Charles Johnson, of 
the Insurance Company of North Amer. 
ea. They will have full power to act 
for the Eastern Conference and will 
meet a similar delegation from the 
Western Sprinkler Leakage Conference. 





The Vulcan of New York is no longer 
represented in Philadelphia by Jones, 
Launt & Barrett, Inc. 








NIAGARA 


- Fire Insurance Company 
ESTABLISHED 1850 


123 William Street, NEW YORK 








;_ tHE AUTOMOBILE 


INSURANCE COMPANY 


OF HARTFORD, CONN. 
MORGAN G. BULKELEY, President 


CASH CAPITAL 


$2,000,000.00 
$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLICYHOLDERS 


$3,833,866.73 


LINES WRITTEN 


FIRE MARINE WAR RISK 

TORNADO WIND STORM MAIL PACKAGE 

RENTS LIGHTNING TOURIST BAGGAGE 
PROFITS EXPLOSION SPRINKLER LEAKAGE 
HULLS COMMISSIONS USE AND OCCUPANCY 
CARGOES AUTOMOBILES INLAND MARINE 
FLOATERS LEASEHOLD INLAND TRANSPORTATION 


REGISTERED MAIL 


Affiliated with 
_ AETNA LIFE INSURANCE CO. 
ETNA CASUALTY & SURETY CO. 














Binders Effected on Risks Anywhere in the U. S. & Canada 


Phone John 4613 


BERNHARD INSURANCE AGENCY 


43 Cedar St., 1 Montgomery St., 
New York City Jersey City, N. J. 


Scottish Union & National Rhode Island Insurance Co. Fireman's Fund 
Atlas Assurance Co. Nationale of Paris Home Fire & Marine 


























— 





Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 
CHAS. H. POST, U.S. Mgr. R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 
ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 
BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 


Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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NEW NORTH AMERICA CIRCULAR 





Advises Owners of Buildings in Process 
' ef Construction Not to Waste 
Time Before Insuring 





The Insurance Company of North 
America has issued a pamphlet cov- 
ering insurance on buildings in process 
of construction. As facts worth know- 
ing the company advises the public: 

“Proposed new buildings should be 
insured as soon as material therefor 
is piled upon the premises. Safety re- 
quires that buildings in process of con- 
struction be temporarily overinsured 
rather than underinsured. 

“The best plan is to take out a 
policy in an amount sufficient to pro- 
tect the building material piled on the 
premises and authorize agent to en- 


dorse policy at agreed _ intervals 
(weekly, bi-weekly or monthly), in- 
creasing the amount in some _ stipu- 


lated sum until building is completed. 

“Policies on such buildings do not 
remain in force very long at most, 
rates are always low so that the cost 
is comparatively small, and after his 
attention is called to the serious haz- 
ards surrounding the class, no prudent 
property owner will deliberately fol- 
low the penny wise and pound foolish 
practice of carrying insufficient insur- 
ance to value.” -: 

* 6 
Hughes to Argue Brokers’ Case 

Charles E, Hughes, former justice of 
the Supreme Court and candidate of 
the Republican Party for president, 
will argue in the Appellate Division 
the appeal on behalf of the brokers’ 
association in the Greenwood motor 
car underwriters’ case where a verdict 
of $350,000 was obtained against the 
association. This is not the first time 
since leaving -the bench that Mr. 
Hughes has been retained by insur- 
ance interests. He gave an opinion to 
nutual life insurance companies telling 
them that they could contribute to the 
Red Cross. The news that Mr. Hughes 
had been retained by the brokers’ as- 
sociation caused widespread satisfac- 
tion. ee 


R. N. M. M. Pearce President 


Neil Pearce & Company, Inc., insur- 
ance brokers and average adjusters, 
have opened offices at 1 Wall Street. 
R. N. M. M. Pearce is president. This 
corporation is represented in London 
by Barger & D’Ambrumenil, 3 St. Hel- 
ens Place. 

* ¢ ®@ 
Philadelphia Certificates 

Certificates have been issued by the 
Philadelphia Fire Underwriters’ Asso- 
ciation to the following local brokers: 
Margaret E. Hausmann, Chas. M. Miller, 
Edw. L. D. Roach, W. H. Schweizer, Ad- 
rien W. Vollmer. The association has 
renewed the certificates of the follow- 
ing local brokers: Hyman Alter, Simson 
Dubosky, Joseph Feldman, Daisy Frank- 
enfield, trading as Harry Frankenfield 
& Co.; Chas. Hackenberg, trading as H. 
Hackenberg & Son; E. O. Howell, Jr., 
Henry Krug, Patrick McKenny, Geo. 
Marks, Warren T. Morley, Chas. San- 
derson, Aaron Stephenson. The certi- 
ficate of E. A. Bell & Co., Stroudsburg, 
Pa., was also renewed. 








HARD TO GET GOOD AGENTS 

The insurance companies are experi- 
encing difficulty in getting agents out- 
side of New York. 





APPOINTED IN PHILADELPHIA 


The Bankers’ and Shippers’, of New 
York City, announces the appointment 
of Mather & Co. and Stokes, Packard, 
Haughton & Smith as its representa- 
tives in Philadelphia territory. 


OIL INSURANCE ASSOCIATION 





Agents Tell What Company Members 
They Want to Issue Their 
Policies 





The Oil Insurance Association, of 
which H. M. Carmichael of Chicago is 
manager, now has forty-six companies, 
which have a combined assets of $485,- 
000,000. The association require a let- 
ter in which the assured must indicate 
the agent or agents through whom he 
desires the business to be handled and 
the agent in turn advises the associa- 
tion the company in which ne wishes 
the association to issue the policy. The 
letter reads: 

“We hereby appoint our 
agent of rec ~d to act as our repre- 
sentative on all questions Of rates and 
forms on our property situated (here 
give location of the one or more risks 
desired covered in this letter). Until 
this order is canceled in writing you 
are instructed not to communicate the 
above information to any one else.” 

Any agent representing a member 
company of the association is entitled 
to and will receive all assistance pos- 
sible on practically all classes of oil 
properties, upon furnishing the letter 
above referred to. 

The favorable experience of other 
associations composed of stock com- 
panies, such as the various sprinklered 
risk associations, and Cotton Insurance 
Association, was responsible for the 
organization of the oil association. 

The association is now gathering 
experience on oil tank lines, in addi- 
tion to refineries. 

The object of the association is to 
encourage creation of practical fire 
protection devices, furnish property 
holders and agents advice of compe- 
tent engineers, and to provide insur- 
ance through local agents. 





SPRINKLER LEAKAGE 





Companies Had Unprofitable Year in 
1918 in Dominion of Canada, 
Report Shows 





The report of the Insurance Superin- 
tendent of Canada, G. D. Finlayson, 
shows the companies had an unprofit- 
able year there in sprinkler leakage 
during 1918. Premiums were $53,863; 
claims paid, $56,538. The figures of 
some of the companies follow: 


Claims 
Company Prem Paid 
American Lloyds ....... $6,680 $16,998 
_ ay ee 13,111 10,695 
MR oh i.s thin reseed oie ater 5,492 
ot Seer 26,287 
errors 1,196 
ee 938 304 


CHATTEL MORTGAGE UNPOPULAR 

Mortgage clauses on policies covering 
mercantile stock or household furni- 
ture are becoming increasingly unpopu- 
lar with the fire insurance examiners. 


NEW YORK STATE DEPARTMENT, 


HUMBOLDT FIRE OF PA. 


CAPITAL FIRE OF N. H. 
PERCY B. DUTTON, Manager, 


TEUTONIA FIRE OF PA. 
GEORGIA HOME OF GA. 


OCHESTER 














SCHAEFER & SHEVLIN 


100 William Street 


Excellent Facilities for Handling Suburban Business 


GENERAL AGENTS 
| FIRE and AUTOMOBILE INSURANCE 


New York, N. Y. 


Phones John 1167, 1168 








a oan 





Conservative -- 


ASSETS 





BEOFIBABES o0ccccccccccscccccccees $1,027,558.52 
Liberty Loan Bonds.............. 200,000. 00 
Other Stocks and Bonds........ 252,782.50 
Real Batate cccccccccccccescvces 96,062. 5: 
Cash in Office and Banks...... 234,537.84 
Interest Due and Accrued...... 18,338.85 
BONE TIED ae cccsccccseccscccvenes 459.50 
Agents’ Balances os 216,362.72 
Collateral Loans 300. 
$2,083,462.49 


A. H. zeseee. President 
ice-Pres. & S 


EDWARD HEER, V ecy. 











THE SUPERIOR RE, NSURANCE co 
Statement pile scaged 1919 


Progressive 











LIABILITIES 
0 RR eee ee $ 400,000.00 
Unadjusted Losses . 104,996.41 
II, nook coca caiine 1,216,048.49 
Other Liabilities 32,000.00 
| ae 330,417.59 
”$2,083,462.49 


F. W. SCHRATZ, Asst. Secy. 











National Liberty 

INSURANCE COMPANY 

OF AMERICA . 
NEW YORK 


Incorporated Under the Laws of the 
State of New York in 1859 


Statement, January 1, 1919 


Cash Capital ........$1,000,000.00 
MONEED. 6.5.0 sinc ces eees . 9,609,646.00 
Liabilities, including 

Capital cocccce UpmimeOae 
Net Surplus ........ 2,395,417.89 
Surplus to Policy 

| eer 8,895,417.89 


HEAD OFFICE 
@ WILLIAM STREET, 


NEW YORE 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 


WILLIAM MORRISON, ,~ 
HOME OFFICE 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 


100 WILLIAM STREET, NEW YORK 














Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 











TrMIhLtA DELP ATA 














AD SAT 

nite | CAAMEMCE A. cpousesco. | STaracTon 
LOCAL anp GENERAL AGENTS 

ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 








PENNSYLVANIA NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











EQUITABLE UNDERWRITERS of New York 
— FIRE and WAR RISKS 


Lines Bound Throughout United States, Canada, Cuba and Mexico. 





Home Office: 68 William Street 
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No Insurance Relief 
For R. R. Company 





HOBOKEN RIBBON CO. WINS CASE 





Loom Machinery Damaged Py 
Improper Packing By Atlantic 
Coast Railroad Employes 


Its 





In the case of the Hoboken Ribbon 
Company versus the Atlantic Coast 
Railroad, Judge Erlanger, in the Su- 
preme Court, New York, has decided 
that the railroad company is not en- 
titled to collect insurance monies paid 
to the ribbon company under an in- 


land transportation policy issued by 
the Insurance Company of North 
America. 


In October, 1916, the plant of the 
Hoboken Ribbon Co. in South Rich- 
mond, Va., was dismantled, all of 
the Company’s loom machinery being 
knocked down and shipped north via 
the Atlantic Coast Railroad in seven 
cars. The ribbon company sent its 
own men to do the packing and they 
loaded the machinery on the cars. 
When the latter arrived at Hoboken 
it was discovered that all of the ma- 
chinery had been broken and dam- 
aged, and that* the cause of the break- 
age was due to the fact that during 
transit of the machinery it had been 
unloaded from the original cars at 
Potomac Yards, Virginia, and trans- 
ferred into other cars. 


Railroad’s Defense 


The railroad defended the case upon 
the theory that the machinery had 
originally been improperly loaded and 
packed by the shipper, which fact, it 
was alleged, had been discovered by 
it at Potomac Yards. The claim for 
damage was $4,513. 

The defendant brought witnesses 
from the South Richmond and Potomac 
yards to establish the defense. The 
plaintiff brought witnesses to show that 
the loading had been properly done. 

After a trial lasting seven days be- 
fore Judge Erlanger and a jury the 


jury rendered a_ verdict for full 
amount claimed with interest. 
The Insurance Feature 

The insurance feature was this: The 


bill of lading contained a provision 
that the railroad company was entitled 
to benefit of any insurance carried by 
the shipper, and, as a further defense 
to the action, the railroad company 
claimed that inasmuch as plaintiff had 
been paid by the insurance company 
for its loss it was under the terms of 
bill of lading relieved from any lia- 
bility. It was shown, however, on the 
part of the ribbon company -that the 
policy carried by it with the Insur- 
ance Company of North America pro- 
vided that the policy should be void 
in the event that it contained any 
provision by which the benefit of the 
insurance should inure to the carrier; 
and that the money paid to the ribbon 
company by the insurance company 
was in the nature of a loan, the ribbon 
company agreeing to repay monies to 
the insurance company to the extent 
of any recovery had from the railroad 
company, it agreeing to prosecute an 
action for such recovery. 


Judge Erlanger’s Decision 


Judge Erlanger ruled that in accord- 
ance with decisions in this state and 
in the United States Supreme Court 
that under the terms of such policy 
and such a-loan receipt there was no 
subrogation; that the action was prop- 
erly brought in the name of the Ho- 
boken Ribbon Company, and that the 
railroad company was not entitled to 
the benefit of insurance, 

Levy & Becker were counsel for the 
ribbon company. 





The Hudson of New York, and the 
Union of Canton, have been admitted 
to transact business in New Mexico. 


L. Sinclair Sails 
For England Today 





HAS BEEN HERE FOR MONTHS 





Thanks American Friends for Cour- 
tesies; Optimistic About Situation 
Here and in England 





L. Sinclair, foreign fire manager of 
the North British & Mercantile, who 
has been in this country many months, 
during which time he traveled as far 
as the coast, sails for England today. 
While on this side he visited the West 
Indies, also. The most important 
change made by the North British 
while Mr. Sinclair was in this country 
was the appointment of C. F. Shall- 
cross aS manager, 

Mr. Sinclair is regarded as one of the 
ablest underwriters in the world. He 
has circled the globe for the North 
British and leaves friends wherever he 
goes. Asked by Tne Eastern Under- 
writer if there were any message he 
desired to convey to the American in- 
surance men, he said: 

“I wish to thank them for the many 
courtesies which they extended to me. 
I am a great admirer of America and 
her people, and a firm believer in the 
wonderful possibilities of the country. 
while I think the present prosperity is 
sure to continue.” 

Optimistic About Economic Situation. 

Mr. Sinclair was asked if he felt that 
there was any truth in the prophecy of 
Editor William Allen White that the 
Soviets would come into power in Eng- 
land. 

“Mr. White is an able writer, but I 
think his prophecy ig all wrong. I 
know the British workmen well. They 
are too well balanced, too sane, to 
stand for Bolshevism in any form. Of 
course, reforms in working conditions 
are bound to come, but they will be 
brought about in the regular orderly 
and legal manner, without great indus- 
trial disturbances.” 

Asked if he desired to make any 
comment upon the prospetts of Ameri- 
can companies doing business abroad 
he said that he had not been acquainted 
with the plans proposed or recom- 
mended, and was not in a position tc 
make comment. 





CO-INSURANCE CLAUSE 


The Missouri legislature has passed 
a bill making the use of the co-insur- 
ance clause legal. Heretofore, the as- 
sured has been required to sign every 
co-insurance clause attached. The ob- 
ject was to make sure that the assured 
knew what obligations he was incur- 
ring when he had the clause attached. 
The effect of this law is that of mak- 
ing legal the general use of the co-in- 
surance clause on policies covering real 
as well as personal property without 
the signature of the assured. The bill 
was passed on May 30, and had to 
await the signature of the governor, 
but it is to take effect as of May 30. 





WITH LOSS DEPARTMENT 
De ‘Witt Clinton Glatz, formerly an 
accountant for the Phoenix of London 
has returned from the army, and has 
been appointed assistant chief of the 
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“AMERICA FORE” 


An Open Covenant— 


—openly arrived at, is every agreement of the FIDEL- 
ITY-PHENIX, whether it is a policy or an agency 


contract. 


A FIDELITY-PHENIX policy is a Treaty of Peace 
with the American property owner who wants the 
assurance of good American indemnity in the event of 


a loss. 


A FIDELITY-PHENIX agency contract is a Cove- 
nant of Alliance with the American Agent who wants 
to represent a strong American company with an envi- 


able record for fair dealing. 


FIDELITY - PHENIX 


Fire Insurance Company of New York 


Cash Capital, $2,500,000 


HENRY EVANS, President 


HOME OFFICE: 


80 Maiden Lane, NEW YORK 


OANADIAIN DEPT.: 
W. E. Baldwin, Manager 
17 St. John Street, 
MONTREAL 


PACIFIC COAST DEPT. : 
Cc. E. Allan, 

Insurance [Exchange 
SAN FRANCISCO 


WESTERN DEPT.: 
C. R. Street, Vice-Pres., 
137 S. La Salle St., 
CHICAGO 


Secretary 
Bidg., 














ASKED TO INVESTIGATE 





Automobile Commission Rules in Roch- 
ester and Syracuse Appear to 
Be Loosely Observed 





What remains of the automobile 
ugency and commission controversy in 
Rochester and Syracuse seems to de- 
rive nourishment from determination 
on the part of agents to adhere to old 
practices and willingness on the part 
of some companies to overlook the 
agents’ persistence. 

The conference ‘is endeavoring to 
have all its members review the rec- 
ords since last March and ascertain 
to what extent, if at all, the agents 
have followed out their threat to de- 
duct the old 25 per cent commission. 
Some claim that they have been doing 
this right along and that they have not 
been “called.” 

It is pointed out that the Conference 
members, having made the new rules, 
it is imperative that they receive the 
support of the entire membership, as 
any other course would greatly weaken 
the Conference and place it at much 


loss department. Mr. Glatz entered the disadvantage on all future questions 
army in January, 1918, of policy. 
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LINES SOLICITED AND BOUND THROUGHOUT UNITED STATES 


CUBA 


E. F. FLINDELL 
INSURANCE 










1 LIBERTY STREET 


JERSEY CITY, N. J. 
st P 


Telephone John 2612 


LOCAL OFFICES 
BROOKLYN, N. Y. 


NEW YORK 


NEWARK, N. J. 
9-15 Clinton St. 
Tel. 614 Mulberry 





HIGHER LIMITS 





Eastern and New England Members of 
National Automobile Conference 
Discuss Subject Wednesday 


Higher limits for fire insurance on 


automobiles were discussed at a meet- 
ing of Eastern and New England mem- 
bers of the National Automobile Con- 
ference Wednesday. The interim com- 
mittee was instructed to draft a new 
rule to be presented at a meeting next 
Tuesday, unless the committee shall de- 
cide that it cannot formulate a usable 
rule It is generally believed, how- 
ever, that a workable rule will be pre- 
onted. 

It was argued that the present limits 
are too low and that they are not being 
strictly adhered to. Against the pro- 
posal that limits be removed altogether 
tf was argued that in such event risks 
would be shopped all about the street 
and that the most liberal underwriter 
would get the business. 

As an illustration of how the present 
limits operate, an underwriter who was 
not at the meeting points to the case 
of an owner who purchased a Ford 
chassis, put a new body on it and made 
other alterations, so that the car rep- 
resented a value of $425. He can get 
but $200 insurance. Mutual and other 
competition is also entering into the 
situation. 





AMERICAN EQUITABLE IN 
MARYLAND 
The American Equitable Assurance 
has been admitted to Maryland and ap- 
pointed James Stuart Lowry of Balti- 
more, as general agent and attorney 
for service. 








The Hawkeye Securities Fire, of Des 
Moines, and the Importers & Exporters, 
of New York City, have been elected 
members of the Philadelphia Fire Un- 
derwriters’ Association. 
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Field Man’s View Of 
Use and Occupancy 
DOUBT ABOUT SEASONABLE RISK 
Personal Inspection in Each Case De- 
sirable Before Covering Property; 
Valued Form of Policy 





occupancy in- 
surance before the Texas Association 
of Insurance Agents Charles F. 
Thomas, state agent there of the Royal, 
took the position that there is a doubt 
as to the desirability of seasonable 
risks for use and occupancy lines on 
manufacturing plants which do not op- 
erate their full capacity during every 
month of the year. It is perhaps only 
a question of a proper form that stands 
between the desirability and undesir- 
ability of the seasonable risk, he said. 
An interruption of business for sev- 
eral weeks during the ordinary season 
of operations need not necessarily im- 
ply a loss on the investment for the 
calendar years in which the interrup- 
tion occurred, in the case of oil mills, 
for instance, but the forms do not 
protect the companies in instances of 
this kind, and it is not difficult to 
perceive a set of circumstances where- 
in an oil mill might undergo an en- 
forced interruption of, say, sixty days 
during the ordinary season in which 
crushing of seed is carried on and yet 
finish out its year’s operation at a 
profit equal to, or exceeding the re- 
turns made in the preceding calendar 
year when no interruption occurred 
Discusses Ice Plants 

In northern states, ice factories often 
suspend operations during the winter 
months and in a very great many cases 
ice factory investments are joined with 
small electric light plants, fuel depots 
and other enterprises in order to take 
care of an overhead, expense, which it 


In a talk on use and 


would not otherwise be possible to 
meet, The question of use and occu- 
pancy insurance on such situations is 


still a question of proper form to pro- 
tect the company against a payment 
under a valued form for the full 
amount of the prorata limit even 
though a small percentage of the earn- 
ing capacity of the whole investment 
is impaired. 

While the valued form of policy has 
been satisfactory to the adjusters and 
has operated to the settlement of 
claims without special annoyance to 
company offices in all those cases 
where there was total or practically 
total suspension of activities, yet the 
form has proven most difficult in all of 
the cases presenting partial losses. It 
is the opinion of some men well in- 
formed in the business that the policy 
form should be so drawn that partial 
loss will be adjusted according to the 
proportion they bear to the normal 
production for instance, if normal pro- 
duction netted profits of $500 a day 
and a loss occurred so that a concern 
could earn only $150 a day, the insur- 
ance would be liable only until the 
normal production netted the concern 
a profit of $500 when the liability would 
cease. If this proposal is sound in re- 
spect to partial loss, I would say that 
the same principle would be sound 
when applied to total suspension mak- 
ing the payment of the full specified 
indemnity conditioned on the produc- 
tive situation at the time of the loss 
or by limiting the daily indemnity to 
be paid for complete suspension to the 
average gross profits earned during the 
previous year. 

To summarize in the light of what 
little is known about the business at 
this time, Mr. Thomas recommends 
that the various covers call for most 
careful scrutiny of the normal status 
otherwise use and occupancy lines may 
operate to induce general carelessness 
or indifference and even positive moral 
hazard. 

Personal Investigation 

If, therefore, every proposal for this 

cover presents its own questions of 


proper form of contract, then it is not 
possible to intelligently write any given 
class of risks for use and occupancy 
insurance without personal and specific 
investigation to the end that a form 
fairly expressing the intention of the 
contracting parties can be drawn and 
it is not possible to cover the class 
with blanket rules or forms that are 
general and indefinite. - The unseen 
dangers in the business are confined 
almost entirely to the manufacturing 
risks and it is this general class of 
properties that calls for an excess of 


caution in writing. 

The retail or non-manufacturing 
plants present inviting prospects, the 
cover in such cases partaking more 


of the nature of profit insurance than 
of the indemnity we ordinarily under- 
stand to be implied by the term use 
and occupancy. 


MAIL-ORDER RECIPROCALS 


How They Strike Writer for “American 
Agency Bulletin’; Says 
Bubble Will Burst 

The merchant denounces the big mail- 
order houses of the west and the east, 
but forgets that he is guilty of the 
same thing when he insures in the mail- 
order reciprocal, writes J. R. Daniell, 
of Decatur, Alabama, in the “American 
Agency Bulletin.” Again, is it not sub- 
lime to see how cautious and particular 
our leading merchant or manufacturer 
is to select the best bank to put his 
money in; how business-like and thor- 
ough he is in closing his trade for real 
estate? Why, if he buys a $1,000 va- 
cant lot for all the explicit precautions 
he takes you would think he is buying 
a half block on Broadway. And in his 
life insurance he is sometimes com- 
mendably cautious which is true in his 
careful selection of his credit custom- 
ers, but when it comes to the question 
of tire insurance he seems swayed by 
every passing breeze and it is some- 
times pathetic to see this strong lion of 
trade fall for the shadow when the sub- 
stance is just around the corner in a 
good, agent-friend’s office. But so it 
goes and so does a lot of good insurance 
go. The reciprocal bubble will burst 
some day with some of our good friends 
sadder but wiser men. 


H. J. WIND WITH NATIONAL 





New Up-State Special Agent Comes 
From New England Insurance 
Exchange 





H. J. Wind has been added to the 
National Fire’s field staff up-state with 
headquarters in Syracuse. He has had 
considerable experience, having been in 
the field for a company, and also was 
with the New England Insurance Ex- 
Change. The National’s field trip up- 
state, consisting of Messrs. L. C. Breed, 
W. KE. Boyd, Jr., and Mr. Wind, is a 
good one. In its announcement to 
agents the Company says: 

“You will find Mr. Wind, as you have 
Mr. Breen and Mr, Boyd, active. alert, 
willing to serve your mutual interests 
faithfully and intelligently, and we are 
sure you will extend to him a hearty 
and cordial welcome. We are confident 
Mr. Wind will measure up to that stan- 
dard of National service which has won 
for our staff its enviable reputation.” 





REPEALS A SURCHARGE 


The 10 per cent emergency surcharge 
which became effective in Oklahoma in 
June, has been repealed as of June 30. 
The surcharge was allowed while an 
extensive investigation was made to 
determine if the companies needed it. 
As originally provided it could be 
charged on all classes except farm 
and automobile business. The investi- 
gation has been completed and Robert 
Ingalls, manager of the Oklahoma In- 
spection Bureau, has sent a notice to 
the companies informing them that 
they will not be allowed to charge it 
any longer. 
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VALUABLE TO ANY AGENCY 


.No overhead writing. Attractive advertising matter for agents. 
Helpful’ suggestions from Field Force and Home Office. 
supplies, excellent in quality aud appearance. 
Sate and dependable protection. 
Cash Capital, 
Assets, $5, 4,000. Writes’ Fire, Windstorm, Explosion, 
Riot and Civil. Commotion, Rent, Profits, Leasehold, Use and Occu- | 
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Camden Fire Has 
New Office System 


DESCRIBED IN HOUSE ORGAN 





Vice-President Truscott Writes of His 
Trip Abroad; Son Back in 
Field 





The “Home Office Observer,” published 
by the Camden Fire for agents, keeps 
up its clip in the second number which 
came out this week. A feature in this 
number is an account of Vice-President 
J. Lynn Truscott’s trip to England. Mr. 
Truscott says that the two things which 
most impressed him were a Salvation 
Army meeting in an open square in Ply- 
mouth, England, and a Y. M. C. A. ser- 
vice on the “Nieu Amsterdam” enroute 
heme. 

New System 

The “Observer” says that a new sys- 
tem has been installed in the office of 
the Camden Fire, which is described as 
follows: 

“In the Registry Department the dail- 
ies are to be entered by agencies and 
cancellations similarly (as they were 
before the adoption of the present sys- 
tem). Endorsements and cancellations 
will be registered before the daily re 
ports are procured. Another change is 
the tabulating of the reserve and other 
statistics from the agents’ accounts in- 
stead of from the registers. A ‘check 
on checks’ is also proposed, these to be 
entered when received in the mail, to 
insure their reaching the cashier. There 
are many changes in accounting too de- 
tailed to be given here. Reinsurance 
is found to be handled expeditiously. 
A stubsticker system of keeping tabs on 
D/R’s and binders sent to be reinsured 
to insure their return with proper en- 
tries is suggested. These changes will 
probably not be made until the fall, and 
it is hoped they will prove of much value 
to the Association.” 

Lt. Truscott Back in Field 

Another news item is to the effect that 
Lieutenant Barry Truscott, who was 
with the Royal Air Force, will shortly 
resume his duties as special agent of 
the Company. 

Under the head of 
the paper says: 

“If the Camden Fire continues to 
grow it will soon be a conflagration.” 

“Matches have heads but no brains, 
so it is up to you to use your brains 
when using matches.” 

“Two agencies which by their names 
would convey opposite impressions are 
A Very Fast Agency Co., Colorado 
Springs; and H. R. Speed, Limited, 
Monroe, La.” 

2,500 Agents 

In the way of news the statement is 
made that the Camden Fire now has 
2,500 agents in thirty-nine states, pro- 
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BACKING YOU UP! 


We make full and immediate adjustments 
We co-operate with you in 
every way. 


of losses. 


Our proposition and 


you. 


17 So. William St. 
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FEW SPRINKLERS INSTALLED 


One of the many reasons ascribed for 
the small amount of sprinkler equip- 
ment being installed is the high wages 
demanded by labor. According to George 
Steffany, vice-president of the Auto- 
matic Sprinkler Company of America, 
the cost of labor for installing sprinkler 
portion than the increase in the cost 
of materials. 





RENT TEN FLOORS 

Ten of the twenty floors in the Crum 
& Forster Building to be erected at 
John and William Streets have been 
rented. Crum & Forster will occupy 
six floors and a part of the top floor, 
which will be used by them as a res- 
taurant for employes, 





NININGER’S NEW FIELD 


S. F. Nininger, for several years 
special agent for the Queen in Virginia 
and West Virginia, has been transfer- 
red to the Eastern Pennsylvania ter- 
ritory, with headquarters in - Phila- 
delphia. 





The Lake Superior Underwriters of 
Duluth, is the name of a new reciprocal 
exchange. 








ducing an annual net premium income 
of more than $3,600,000. During the 
year 1918 the average net premiums 
were $9,867 a day. The number of 
daily reports received averaged 531 a 


SECOND-HAND AUTO DEMAND 


Automobile underwriters say that the 
market for second-hand cars is about 
the best it has ever been. One prom- 
inent underwriter thinks that it is large- 
ly due to the fact that many automo- 
bile factories changed their plants so 
hat they could manufacture war ma- 
terial and now it takes longer than 
they thought to start assembling cars 
and refitting their factories for this 
work. Another condition that has some- 
thing to do with it is the labor unrest. 
t present there is a strike at the Tim- 
kin Roller Bearing Works which, it is 
estimated produces about 60 per cent. 
of the roller bearings used in this 
country. 





ON LEAVE OF ABSENCE 
Charles Winterer, local secretary for 
the North British & Mercantile, has 
been granted a three months’ leave of 
absence because of ill health. 





MOVES HEADQUARTERS 
L. Lester Webster, special agent of 
the Fireman’s Fund for Western New 
York, has moved his headquarters from 
Syracuse to Rochester. 





WITH LOWNDES & DUNAHUE 

The Abeille Fire of Paris has been 
admitted to Maryland to write fire 
and lightning. The company has been 
placed in the office of Lowndes & 
Dunahue as general agents for the 
state. 


I, H. Klein Dead; 
25 Years on Street 


MERCHANTS & SHIPPERS’ HEAD 





Also President of I. H. Klein Co.; 
Active in Charities and 


Government Work 

Isaac H. Klein, president of Mer- 
chants & Shippers Insurance Company, 
49 Wall Street, and president of the IL. 
H. Klein Co., 45 John Street, died last 
week at the age of fifty-eight. The offi- 
cers of the I. H. Klein Co. are Oscar L. 
Wolff, vice-president; William L. Chap- 
man, treasurer and general manager; 
and Jacob Cooper, secretary. A meet- 
ing of the directors of the I. H. Klein 
Co. will be held this month to elect new 
officers, in order to fill the vacancy 
caused by the death of Mr. Klein. 

Mr. Klein was fifty-eight years old 
and had been in the insurance business 
a quarter of a century, starting as a 
broker of fire and miscellaneous lines 
and life insurance. Of more recent 
years the business has grown rapidly. 
About three years ago he conceived the 
idea of forming a marine insurance com- 
pany, and the Merchants & Shippers 
began in April, 1919, with himself as 
president, and with $200,000 capital and 
$300,000 surplus. The members of the 
board of directors, all prominent men, 
were mostly his personal friends. He 
was associated with a number of chari- 
ties, being president and a director of 
the Madison House, Inc. 

His clubs were the Progress and Har- 
monie, of New York, and the Algonquin, 
of Bridgeport, Conn. During the war 
he was a member of the draft board, 
and executive secretary of the Federal 
Food Board. He leaves a widow and 
no children, 


GETS 6,540 SQUARE FEET MORE 





The Fire Companies Building Cor- 
poration, which is controlled by the 
Continental Insurance Company, of 
which Henry Evans is president, has 
purchased the adjoining building at 
Nos. 90-94 Maiden Lane and Nos. 9-11 


Cedar Street. The present structure is 
a modern four story and basement 
building leased to Sussfeld, Lorsch & 
Co. The plot has a frontage of 54 feet 
8 inches on Maiden Lane and 43 feet 
10 inches on Cedar Street, giving a 
total area of 6,540 square feet. The 
building, when the lease of the present 
occupant expires, will probably be im- 
proved along the lines of a modern 
office building and will be leased for 
insurance occupancy. Its purchase by 
the Fire Companies Building Corpora- 
tion protects the light of the Corpora- 
tion’s modern 25-story building known 
is “80 Maiden Lane.” 

The Harrison Real Estate Corpora- 
tion, Buffalo, has added an insurance 
department under the management of 
Evans E. Bartlett. 














San Francisco Losses 
Amounting to $4,522,903.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


WV. 8. Cash Assets, Dec. 31, 1918 $17,083,985.30 


Surplus - - - - - 
Losses Paid by Chicago Fire, 1871 
Losses Paid by Boston Fire, 1872 
Leases Paid by Baltimore Fire, 

3004 - - ° - - 









Iverpool 


4,880,795.09 
3,239,491.00 
1,427,290.00 


1,051,543.00 


am Eondon 
am Globe 
Insurance Co, 


CIMICED 






Over 


$160,000,000.00 


Losses Paid in the United States 


HUGH R. LOUDON, Manager 
J. B. KREMER, Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 
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Automobile Title 
Plan Wins Favor 


HELPS SOLVE THEFT PROBLEM 





Efforts of Abstract Company to Put 
Its Plan in Operation On 
Commercial Basis 





For several years the underwriters of 
automobile theft insurance have been 
racking their brains for some lawful 
method by which the market for stolen 
cars might be lessened or entirely de- 
stroyed. Since the theft hazard has be- 
come so serious the demand for protec- 
tion has increased and in the opinion of 
underwriters the abstract of title plan 
offers one of the best solutions of the 
difficulty. 

At the instigation and with the help 
of the underwriters bills have from 
time to time of late been introduced in 
various state legislatures making such 
a system of title abstracts compulsory. 
At present the Automobile Abstract & 
Title Company, Detroit, is actively 
seeking publicity for its business, which 
is along the lines referred to above. 

Covers Life of Car 

This company proposes to issue an 
abstract to the car owner, in book form, 
to be used during the entire life of the 
car. In the abstract bills of sale are 
provided in consecutive order and at- 
tached to each bill as a duplicate. Upon 
‘the purchase of a new car from the 
manufacturer, or upon the purchase of 
a used car from an owner, a bill of sale 
will be made by a notary and sworn to. 


‘The notary will then detach the dupli- 


cate bill of sale and send it to the title 
company’s office. From there the du- 
Plicate will be forwarded to the Motor 
Vehicle Department or the Secretary of 
State and the owner of the car will 
receive a guarantee of title which is to 
be attached to the abstract. The trans- 
fer fee for each transfer shall. not ex- 
ceed $2, and from this amount the no- 
tary shall deduct his fee, which it is 
assumed, will not in any case be more 
than fifty cents. 

In a general way automobile under- 
writers look with favor upon this plan 
as providing a workable method by 
which cars can be kept track of; the 
numbers of the various parts and altera- 
tions in the engine and body recorded. 
Assuming that the plan is generally ac- 
ceptable the next thing is to make it 
universal by having the same law enact- 
ed in each state. The Title Company 
claims that its uniform bill has been 
submitted for consideration and ap- 
proval in practically every state which 
has a legislative reference bureau and 
that in no instance has the measure 
met with adverse action. 


Has Support in Law 


As to the constitutionality of such a 
bill, it may be said that this legislation 
is proposed solely in the interest of the 
public and that it has for its purpose 
he suppression of crime, which is on a 
par with the efforts of the state legis- 
latures to regulate matters having to do 
with the public health, morale and saf- 
ety, and it is a well supported rule that 
the powers to make municipal regula- 
tions for the restraint and punishment 
of crime has never been surrendered by 
the states, or restrained by the Consti- 
tution of the United States, while the 
Supreme Court of the United States has 
said that state legislatures may legis- 
late to prevent the spread of crime. 

Placing the value of each stolen car 
at $500—a very reasonable valuation 
when it is considered that the cars 
stolen range from $100 to $3,000 in 
value—the total investment in these 
stolen cars has been placed at $9,611,- 
000. These figures, of course, represent 
only the thefts in a few of the larger 
cities. Every day, in smaller cities of 
from 25,000 to 50,000 population, from 
three to five cars are stolen. 

It is also represented that mechanical 
devices and locks to prevent stealing of 
cars are selling from $3.50 up to $25— 


Say Mutzenbecher 
Owns No Interest 


MEINEL & WEMPLE STATEMENT 








Salamandra Reinsurance Manager Here 
Next Week; Hearing on Treasury 
Department License Letter 

Unless it is found that commissions 
alleged to be due to the firm of H. 
Mutzenbecher, Jr., out of the American 
assets of the Salamandra, the Federal 
license of the Salamandra will be can- 
celed by the Treasury Department. 

Mutzenbecher owned 25 shares of 
stock in Meinel & Wemple, managers 
of the Salamandra. It carried no vot- 
ing power, and the stock was turned 
over to the Alien Property Custodian 
when the Trading with the Enemy Act 
was passed, so that now he has no in- 
terest of any kind in the firm. 

G. D. Talbot, managing director of 
the Re-insurance Company Salamandra, 
organized in Copenhagen, will be in 
New York next week. A request for 
a hearing will be made of the Treasury 
Department. The letter from the 
Treasury Department to Meinel & 

Jemple reads: 

Dear Sirs: I beg to inclose herewith 
a copy of a statement signed by Mr. 
G. D. Talbot, of the Foreign Department 
of the Salamandra Insurance Company 
of Petrograd and General Manager of 
the Reinsurance Company Salamandra 
vf Copenhagen. The statement was 
signed February 18, 1919, and shows 
that the obligations of the Russian 
company to the firm of H. Mutzen- 
becher, Jr., are continuing on the basis 
of paragraph 7 of the contract conclud- 
ed April 4, 1913, regardless of the Im- 
perial Russian Ukase passed November 
11, 1916, to prevent trading with the 
enemy, and the United States Trading 
with the Enemy Act. 

This is to inform you that in view of 

iis signed statement that there is an 
obligation running to the German firm, 
it will be necessary for this Depart- 
ment to cancel the Federal license of 
the Salamandra Insurance Company 
within thirty days from date unless you 
make such segregation of the commis- 
sion running to the firm of H. Mutzen- 
becher, Jr., as is approved by the Alien 
Property Custodian. 


NEW SERVICE DEPARTMENT 





Will Be Established by Automobile 
Insurance Co. With R. R. Stone 
in Charge 
The Automobile Insurance Company 
has created a new service department 
at its Home office. R. R. Stone, special 
agent in the Eastern New York field, 
has been called to Hartford and ap- 
pointed superintendent of the depart- 
ment. He has had a wide experience 
in special hazard work, having been 
with the Middle Department as engi- 
neer and with the Middle States In- 
spection Bureau. Later, he was in the 
special risk department of the Hartford 
Fire and superintendent at Chicago of 
special risk department of the Phoenix 

of London. 








An underwriter just returned from 
Oklahoma says that he thinks that the 
discovery and development of oil fields, 
with the resulting prosperity, is par- 
tially responsible for the increase in the 
use and installation of fire-prevention 
devices. 








figures from the basis of $5 average 
charge for the locking devices on the 
6,300,000 cars in America, the total in- 
vestment in this one protective meas- 
ure is approximately $31,500,000—which 
is an additional expense to the motorist 
and does not stop the thief. 
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JOHN KAY, Vice-President and Treasurer 
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Firemen’s Insurance Co., Newark, N. J. 


January 1, 1919 
Cash Capital ......................$1,250,000.00 


SURPLUS TO POLICYHOLDERS. $3,496,144.00 


DANIEL H. DUNHAM, President 


vee cees  +$2y246,144.00 


A. H. HASSINGER, Secretary 
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Assured Has To 
Return Loss Money 
(Continued from page 1) 
and loan receipt against Murphy to re- 
cover $10,000 on the theory that the 
nerchandise was lost while in his cus- 
tody as common carrier. 

The Pan-American refused to bring 
the action and after consulting with its 
attorneys made claim that it had signed 
an agreement for settlement of the 
claim under misapprehension of the 
facts and suggested that the agreement 
be reformed. 

The insurance company declined to 
accede to the proposition and the Pan- 
American started a suit against the In- 
surance Company of North America to 
have the agreement and the voucher 
check reformed. 


Judge Platzek’s Decision 


The case was brought before Judge 
Platzek, special term, Supreme Court, 
last November. After a trial lasting five 
days the court rendered a decision dis- 
missing the case upon the merits, hold- 
ing that the property was not in 
Murphy’s custody as a common carrier 
or public truckman within the meaning 
of the policy; and, therefore, there was 
no liability against the insurance com- 
pany for the claim. He signed a judg- 
ment dismissing the case, with leave to 
the defendant to sue upon the agree- 
ment for the recovery of the money. 


Then the insurance company began 
suit against the Pan-American in the 
Supreme Court to recover the $10,000 
paid in settlement of the loss. Both 
that action and the appeal taken by 
the Pan-American Trading Company in 
the other action have been settled by 
payment of monies by the Pan-Amer- 
ican. Leyy & Becker were counsel for 
the North America. 





W. CE. Jones, assistant secretary of 
the Automobile Insurance Company, 
will sail for Europe on July 22 on busi- 
ness for that Company. He will be 
abroad two months. 





“STRONG AS THE STRONGEST”’ 


The Northern Assurance Go. 


(LTD., OF LONDON) 
Organized 1636 
Entered United States 1876 
Losses Paid - - - $109,000,000 
Losses Paid in U. S. $40,000,000 
Eastern and Southern Departments 


55 JOHN STREET 
NEW YORK CITY 








BRITISH AMERICA 
ASSURANCE co. 
Fire, Explosion—Riots, Civil 


Commotions and Strikes 
Statement, January 1, 1919 


I, oo vcicncédncicndeascucens +. $2,462,162.24 
Oey _1,645,684.41 
Surplus in United States...... 816,497.83 


Total losses paid in United 
States from 1874 to 1918, 
SION, .cadnsenséenesdocaues $26,197 ,532.58 
W. B. MEIKLE, Pres. & Gen. Mgr. 
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FIELD ADMINISTRATION 





By R. A. HANCOCK, Automobile Insurance Company, 
Baltimore 





PTTL ELLE 





Special agents of recent years have 
been recruited from the ranks of local 
agents, stamping secretaries, rating or- 
ganizations and from company head- 
quarters, the latter occupying positions 
as daily report examiners having grad- 
uated into special agency positions. 
Such home office work has qualified 
them in many cases for good work in 
the field. Such gentlemen, however, 
find that the theoretical work of un- 
derwriting from the home office desk 
is in many respects very different when 
they come to the practical part of ex- 
ercising their office knowledge in their 
intimate relations with the local agent 
and inspection of business in the field. 

There is no greater factor existing, 
tending to the successful development 
and conduct of a fire insurance com- 
pany than aggressive and high-grade 
field men, to whose judgment is en- 
trusted the appointment and develop- 
ment of agencies in their respective 
fields. Their work must be thorough 
and complete, and their judgment must 
in the main be good, for it is the ex- 
ercise of good judgment and thorough 
work that produces desired results. 

Field Service 


The wide awake and aggressive spec- 
ial agent is always on the job to render 
efficient service to local agents; notably 
by prompt response to correspondence 
and visits where correspondence on any 
subject would indicate that his personal 
presence would assist them in securing 
business for his company, or the de- 
velopment of their total premium ac- 
count. 

The old practice of simply dropping 
in to smoke a cigar and decorate the 
furniture in the agents’ office has long 
since been discontinued. 

Service of to-day counts to the full- 
est extent in our business, as in other 
commercial lines, and the correct defin- 
ition of the word “Service” is “More 
Service.” 

Sometimes the best of us make mis- 
takes, but we should profit by the old 
French proverb: “We don’t make the 
same mistake twice.” It is true the aver- 
age special agent of today does not 
have the same full authority of those of 
long ago, when the territory covered by 
one man was much larger than it is in 
these days of intensive cultivation, also, 
when communication with the Home 
Office was more difficult. 

Field Man’s Authority 

I believe it would really be good 
policy for home office officials of to-day 
to delegate the fullest authority consist- 
ent with the position to their field men, 
and back them up, as some companies 
do. The effect of this would be to give 
the field man greater confidence in him- 
self and create the feeling that the com- 
pany was looking to him for actual re- 
sults, and increase his influence and 
Prestige with his local agency corps. 
If such authority were granted, then the 
special agent must have greater back- 
bone and be able to intelligently de- 
cide questions of importance, and learn 
when to say No. At the present time, 
authority is centralized mostly at the 
head offices, and a review of the list of 
such companies records few making 
Rreat progress. The companies in this 
country which have made steady and 
rapid progress are those whose field 
force has been vested with sufficient 
authority, having the entire confidence 
of their principals, and have been able 
to forge ahead and accomplish the re- 
sults desired. General policies are, of 
course, decided by the officials, for thev 
are the responsible heads, but as such 
Policy affects the respective territories 
it should be discussed with the field 
men personally and he should be relied 
upon to carry it out. 


A special agent must be thorough in 
his work, for in putting through the 
business at the head office nothing cre- 
ates more annoyance, and sometimes 
irritation, than incomplete reports, lack 
of sufficient information, sometimes dia- 
grams, and especially positive recom- 
mendations, the lack of which creates 
additional correspondence and delay to 
the examining force, accounting depart- 
ment and so on. 

I shall pass over those qualifications 
which are necessary to all; namely, in- 
tegrity, frankness, a pleasant address 
and the ability to adapt himself to all 
circumstances—many sometimes dis- 
agreeable—in a pleasant and satisfac- 
tory manner. We are all of one mind 
in this respect, and the absence of such 
faculties renders a man unfitted for the 
position. 

Local Agents 

So much has been said and written on 
the subject of local agents that I deem 
it unnecessary to elaborate on the subject, 
as our daily experience is the best 
teacher we can have as to the qualifica- 
tions and fitness of our appointees. 

Accounts 

_Now-a-days, with graded commis- 
sions, constant and various changes in 
rates and rules, the average local agent 
makes many errors in his accounts, ne- 
cessitating much correspondence with 
the head office. Carbon copies of such 
correspondence should be sent to the 
field men and should be properly filed 
that they may be looked up and com- 
pleted when the agency is visited. I 
have found it good practice to return 
such carbon copies directly to the com- 
pany, with memorandum noted thereon 
of corrections and changes, and where 
endorsements for additional or return 
premiums are necessary, attaching same 
to such carbon copy—thus, when the 
subject matter reaches the home office 
a complete history of the transaction 
is at hand. 

The proper co-ordination of the work 
between the accounting department and 
the field men results in the greatest 
benefit to the company and its agency 
force. These incompletes, so-called, 
should be thoroughly gone into and dis- 
posed of on each visit to the agency, 
and the field man, in consequence, will 
probably be agreeably surprised to learn 
of the high regard for himself in various 
departments at the head office. 

Underwriting 

Underwriting is not an exact science; 
therefore, it follows that in proportion 
as our experience is broad and compre- 
hensive, our knowledge, if we are stu- 
dents is enhanced. Again, it is admitted 
generally that underwriting is the 
science of distribution of liability in 
such manner and over such number of 
risks, that in a given period of time, as 
such liability runs off, the volume and 
number of risks remaining unburned 
will afford the profit on the whole. 
Many and various are the theories of 
underwriting followed by different com- 
panies—some writing large lines on 
so-called protected business—others 
writing conservatively and generally in 
protected towns—some taking chances 
by writing large lines when the market 
is exhausted at greatly increased rates 
over tariff, and, incidentally, over local 
agents’ heads—while still others pursue 
the even tenor of their wav and write 
lines based on the construction, location 
and inherent hazard of the risk without 
regard to whether the same is protected 
or not. In other words, developing 
ser business generally over the whole 
eld. 

Classification of Good Underwriting 

Experience and observation lead to 
the conclusion that good underwriting 
calls for consideration of the following 











oe 


COMMERCIAL 








NION ASSURANCE CO. 


Limited of London 





THE LARGEST GENERAL INSURANCE COMPANY IN THE WORLD 
United States Head Office 


55 John Street 


New York City 











_____ GRESHAM ENNIS, Vice-Pres. F. L. BROKAW, Treasurer 


N00 


40 Clinton St., NEWARK, N. J. 
J. B. GUTHRIE, Secretary 











= 

= 

= Capital: 

= One Million Dollars 

= 

= Cc. P. STEWART, President 

= PACIFIC COAST DEPT:: 

El NN 
factors: Classes, Rates, Unprofitable 

Towns and Sections, Conflagration Haz- 


ard, Susiness Conditions—Affecting 
Moral Hazard, and Inspection Work. 


Collective experience affords knowl- 


edge of those classes which must be 
prohibited altogether by reason of 


either too few risks of the class to af- 
ford an average, inadequate rates, bad 
fire record, inherent hazards, or for 
other reasons. We should not, how- 
ever, continue to prohibit those classes 
which have come down to us in old and 
dusty prohibitive lists, put there long 
ago by companies and copied by new 
organizations where in such risks the 
processes, construction and general con- 
ditions have so changed that they can 
now be written and approved. 

It must be borne in mind that muni- 
cipal laws and regulations, insurance 
education of the public and in various 
and sundry ways changes have been 
wrought, both radical and effective in 
construction, equipment and processes 
that render many classes good business. 
For example :—we recall when acetylene 
gas was discovered and its commercial 
use exploited, many companies were 
alarmed and exercised regarding same. 
Regulations and proper equipment have 
kept losses from such cause to the min- 
imum. 


Discusses Rates 


Rates in the main are fairly adequate, 
but the tendency is constantly down- 
ward, and it behooves the underwriter 
to watch carefully such classes where 
rates are too low or verging toward the 
red line. Schedule rating is coming 
into its own over the country, and this 
furnishes us with a proper and excellent 
argument with the public as against the 
judgment method long in use in 
many section. 


sO 


A given territory may contain cities 
and towns or certain sections which 
mav be unprofitable for many reasons, 
which it is the duty of the field man to 
become thoroughly acquainted with and 
accordingly advise the company. Bus- 
iness conditions affecting moral hazards 
may arise, especially in war periods, 
where in many locations plants were 
built and equipped or changed for war 
work which may not be suitable for 
other lines under peace conditions, and 
where a prompt inspection may save 
manv thousands of dollars. 


Conflagration hazard may exist in 


WESTERN DEPT.: Insurance Exchange Bldg., Chicago, Ill.,H. H. INGALLS, Mgr 
140 Sansome St., San Francisco, SEELEY and CO., Mgrs 
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many cities and towns, showing the 
need for careful attention to block lines 
and limits. 


The factors noted are too well known 
to need any great elaboration here, but 
they are the essential guide posts of un- 
derwriting which must be taken into 
account in any system pursued by any 
company which hopes to realize profit- 
able results. Inspection work and study 
by the field man, coupled with sound 
judgment will lead him to so consider 
these factors that if his premium income 
is sufficient and his net lines are pro- 
portioned thereto he is better prepared 
to show good results in his field. 


Widespread Coverage 


I cannot refrain, however, from add- 
ing to what I have already stated—and 
my own experience has afforded some 
knowledge—that in the proportion that 
we increase our total net premium in- 
come to the total number of risks to be 
written in a given territory. so do we 
likewise increase the probability of 
profit provided we have not injected 
into our writings abnormal net lines on 
special risks, the burning of which up- 
sets our average of income, or we have 
not accepted lines on these classes that 
may be few and far between in a ter- 
ritory and where the processes and pro- 
tection are not up to standard. 
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Cotton Broke and Made the South; 
Broke Many a Fire and Marine 
Underwriter; and Will Make Many 


a Fire and 


Cotton, during the period prior to the 
Civil War, was the cause of the South’s 
downfall, as history tells us, and it was 
a long time after the Civil War before 
the South recuperated and became 
prosperous, and, just prior to the late 
war, the South was in a very prosperous 
condition which was actually brought 
about by the high prices obtained for 
cotton. 

After the war broke out there was no 
transportation, and the large German 
market was not available for the con- 
sumption of cotton. This put the South 
financially in a very critical condition. 
Until such time arrived it was permiss- 
ible to ship cotton into Germany and 
the demand for domestic consumption 
became so great that the South quickly 
recuperated from its financial frenzy, 
the result of a lack of markets to which 
to ship cotton, and so it can be truth- 
fully stated that cotton, in more than 
one instance, has been the cause of 
the South’s downfall as well as the 
cause for the prosperity of the Southern 
States. 

A Bone of Contention 


As cotton is one of the most essential 
commodities used in the manufacture 
of textiles it has a world-wide demand 
and attracts considerable attention from 
financial interests as well as under- 
writers and has been the bone of con- 
tention for a great many years past for 
both fire and marine underwriters. 

Competition in the past for the busi- 
ness (extremely hazardous business at 
the best), has caused a war of rates, 
and the result has always been disas- 
trous for those attempting to write this 
extremely hazardous commodity at low 
rates. 

After a great many years of competi- 
tion for the marine insurance on export 
cotton, the American marine insurance 
companies, as well as the foreign under- 
writers writing marine insurance busi- 
ness in this city, entered into a re- 


insurance agreement whereby they 
agreed to re-insure one another’s 
amounts on a fixed basis, Stabilized 


rates secured the necessary fire re- 
insurance on cotton for large accumu- 
lations on shore at compresses and 
other ports and with all this improve- 
ment during the past four years, the 
cotton business has not been very 
profitable at that. 

The particular average claims, as 
well as country damage claims, re- 
gardless of the losses claimed during 
the war from marine causes, were so 
large that for the cotton season of 1919, 
it was deemed necessary to raise the 
rates. 


Agent Explains Situation 


Notwithstanding these facts, it has 
been reported in newspapers that the 
newer fire companies which have re- 
cently entered the marine insurance 
business, held a meeting recently in 
New York City in one of the large 
prominent fire offices which has re- 
cently entered the marine insurance 
field, to formulate a new re-insurance 
association to insure export shipments 
as well as coast-wise shipments of cot- 
ton. It is stated at this meeting there 
was present an agent from South Caro- 
lina who in the past has represented 
companies engaged in insuring export 
shipments, to explain to the new and un- 
initiated representative companies who 
contemplate writing this class of busi- 


Marine Underwriter 


ness, the details and all the ins and 
outs of the insurance of export and 
coast-wise shipments of cotton. 


While it may be true that this agent 
has had considerable experience in in- 
suring such shipments, it still takes a 
great many years of experience and 
more intimate knowledge of the details 
of placing the re-insurance covers and 
handling the settlement of the numer- 
ous particular average and country dam- 
age claims which are daily presented to 
underwriters insuring this class of 
business, which experience cannot be 
gained in the Southern States. 


A New England Company’s Open Policy 


During the war, when it was permiss- 
ible to ship cotton to Hamburg, a cer- 
tain American company located in New 
England, had an open policy of insur- 
ance with a Southern cotton shipper 
who, we believe was located in South 
Carolina. They also had a blank book 
of certificates, which book of certifi- 
cates was used for an entire cargo 
which was shipped on the steamer 
“Dacia” bound for Hamburg, which 
steamer eventually was seized by the 
French and condemned as a prize. This 
cargo was valued at over $1,000,000. 
Certificates of insurance were issued 
and the drafts and bills of lading were 
negotiated with banking institutions 
and they were in the innocent hands of 
purchasers for value. The companies 
whose certificates were issued were lia- 
ble for face value, notwithstanding the 
fact that the cotton re-insurance agree- 
ment would not pass the vessel as an 
approved vessel and they could not de- 
clare the risk to their re-insurers under 
the re-insurance agreement except by 
special consent, as the majority of the 
companies in the cotton re-insurance 
agreement at that time were English 
companies which were prohibited by 
laws of their country from writing this 
business and as most of the American 
companies participating in this re-insur- 
ance agreement had English re-insur- 
ance facilities and they could only write 
their own net retained line. 

This produced a very serious state of 
affairs. It was impossible for issuers 
of the open policy to avail themselves 
of their own re-insurance facilities in 
this country as well as the English 
market and it became necessary to 
scour the neutral markets of the world 
for the necessary re-insurance facili- 
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The Bankers and Shippers Insurance 
Company of New York 


Statement of Assets and Liabilities, March 31, 1919 





ASSETS 
United States Bonds.$2,050,000.00 


Other Investments .. 414,699.17 
GEE, giacesccewesnes 122,947.40 
Agents Balance...... 10,599.61 
Accrued Interest..... 9,432.22 

$2,607,678.40 


LIABILITIES 
Capital .............$1,000,000.00 
Surplus ...... «seeeee 1,000,000.00 


Reserved for Un- 
earned Premiums... 5,951.88 
Special Reserve Fund 601,726.52 


$2,607,678.40 





MARITIME UNDERWRITERS AGENCY, Inc. 
GENERAL AGENTS 


1 South William Street, New York 


ties which meant that Norway, Sweden 
and Denmark had to be worked to their 
limit, also that the German market had 
to be called upon to materially assist. 

After a great many restless nights 
and trying weeks, the necessary re-in- 
surance was arranged, which only goes 
to show what a dangerous situation ex- 
ists in the insurance of cotton. Yet, 
there are a lot of inexperienced com- 
panies contemplating entering into a 
class of business in which they have 
very little or no experience and which 
is considered one of the most danger- 
ous branches of the marine insurance 
business. 

In order to engage in this business 
on a large scale, it would be necessary 
to have re-insurance facilities of not 
less than $5,000,000 on steamers and 
not less than $10,000,000 for accumula- 
tion on shore. There has been many a 
serious fire during the past at Galves- 
ton, at New Orleans and at Savannah 
and at compresses and other ports, not- 
withstanding the two hurricane losses 

t Galveston and the one at Port Arthur. 
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We have always preached co-operation 
and unless co-operation is mutually 
agreed upon between the old line com- 
panies and the new-comers, there is 
sure to result a rate war. If it starts in 
cotton it will result in being carried to 
other commodities and it will have only 
one ending; i.e., if the new American 
companies start to cut rates on an extra 
hazardous commodity like cotton they 
are sure to have disastrous results and 
it will mean that they will be compelled 
to withdraw from the business of ma- 
rine insurance entirely. 

If there must be a rate war in order 
to bring the older and newer offices of 
marine underwriters together, it would 
have been more advisable to select a 
less hazardous interest than cotton on 
which to make their stand. There are 
plenty of other commodities running in 
large amounts where an underwriter 
has a more favorable chance of being 
successful than the business of insur- 
ing cotton. 

Qualifications of Cotton Underwriter 


To underwrite the cotton business 
successfully takes a great many years 
of experience until one learns which 
accounts are objectionable and which 
are not and which accounts should be 
avoided. It also requires a very large 
staff to watch the accumulation and 
concentration at various compresses 
and other ports and also at railroad 
terminals and docks at the seaports, in 
order to see that the proper re-insurance 
facilities are obtained, and at the pres- 
ent time it requires more than a super- 
ficial knowledge of the construction of 
the vessels which are engaged in 
carrying this commodity and which are 
offered to carry this commodity. 

Cotton is a nice white flimsy com- 
modity, pleasing to look at and very 
illusive, and many a fire and marine un- 
derwriter who has played with this 
commodity has been led astray by an 
illusion the possession of which has left 
a black mark on the wrong side of his 
underwriting column. 

‘ OBSERVER. 
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The Insurance Market of Genoa 
and the Italian Time Policy of 1912 


From Edoardo Girtanner, insurance 
broker and agent associated with Guide 
Sforni of 30 Via Luceoli, Genoa, The 
Eastern Underwriter has received a let- 
ter giving a clear and concise outline 
of the conditions of the present Italian 
insurance policy, together with the 
terms under which loss settlements are 
made. It is not generally known that 
Genoa has become a market for marine 
insurance of very considerable impor- 
tance, and The Eastern Underwriter is, 
therefore, glad to give publication to 
this as tending to cement more firmly 
the relations between the two countries. 


Genoa, June 10, 1919. 


To the Editor of The Eastern Under- 
writer: From a cordial exchange of 
views which I recently had with one of 
the leading insurance brokers of New 
York, I have come to the conclusion 
that the reluctance of many American 
brokers and assured to insure on the 
Italian market is principally due, in a 
great number of cases, to a lack of 
familiarity with our business men and 
methods, as well as to an imperfect 
knowledge of our policy conditions. 

I think, therefore, that a summary ex- 
posure of the main features of the 
Italian hull policy of 1899, amended in 
1912, in use at present on this market, 
may interest the American public, and 
I shall, therefore, deem it a favor if you 
will kindly give these lines hospitality 
in the columns of your worthy paper. 

Why He Discusses Hull Policies 


I have dealt with the hull policy be- 
cause time hulls are the class of risks 
more likely to come into consideration 
for cover on foreign markets. 

The basis of the policy is that all 
risks which a ship is exposed to while 
at sea or in port, on ways or docks, etc., 
are held covered, the wording used in 
the contract being the following: 


“This insurance specially covers loss 
of, or damage to hull or machinery 
caused by stress of weather, shipwreck, 
stranding, collision, jettison, fire, ex- 
plosion, pillage, piracy, and in general 
by any casualty of the sea, even if due 
to negligence of master and mariners.” 

The Risks Excluded 


The principal risks excluded are: 

(1) War risk and its consequences; 
(2) averages or losses caused by run- 
ning of blockade or by contraband or 
prohibited or clandestine trades; (3) 
averages or losses due to vice proper 
of the vessel; (4) averages or losses 
due to insufficient provision of bunker 
coals; (5) fraudulent barratry of the 
master; (6) loss of life or personal in- 
jury; (7) expenses incurred if vessel be 
icebound or put into quarantine.” 

The policy further stipulates that 
underwriters’ liability shall not extend 
to any sums which the assured may be- 
come liable to pay for claims put for- 
ward by shippers or consignees, or by 
passengers or crew, with respect to 
cargo or passage interests, or with re- 
spect to engagements of the insured 
vessel. 

Warranted not to insure any other 
amounts over and above the amount in- 
sured under this policy, with the excep- 
tion of an amount of not exceeding 
60 per cent. of the gross freight at risk 
after deducting advanced or collected 
freight. 

Steamers carrying passengers may, 
however, also insure disbursements 
especially encountered for the accom- 
modation and provisions of passengers, 
provided that passage money at risk be 
not insured. 


Action of November 18, 1916 
It is the custom in Italy to insure 
steamers for a given value on hull and 
Machinery on full risk terms and for 
a surplus under the heading of disburse- 
ments on total loss or C.T.L. terms, the 
latter insurance, however, not to ex- 


ceed 20 per cent. of the amount insured 


on full risks terms. 


This is not provided for by a special 
clause contained in the policy but is in 
accordance with a deliberation of the 
Committee of Genoa Underwriters taken 
on November 18, 1916. 

It is, of course, understood that the 
amount insured on t.l. terms be either 
covered with the same underwriters 
who have issued the policy on full risks 
terms or else that due notice be given 
to them. 

The policy further stipulates that any 
change in the steamer’s name, as well 
as any mortgage or bottomry bond con- 
tracted on the property insured, be duly 
advised to underwriters. 

According to Italian law, concealment 
of facts which would be likely to influ- 
ence the judgment of the insurer ex- 
onerates underwriters from liability. 

Unless otherwise agreed, the sale of 
the ship cancels the policy. 


The Collision Clause 

The collision clause contained in the 
policy stipulates that any sums that the 
assured shall become liable to pay by 
way of damages to any other persons in 
consequence of collision of the ship in- 
sured with any other ship or vessel or 
in consequence of injury caused to har- 
bors, wharves, piers, stages and similar 
structures, shall be supported for 
9/10ths by the underwriters and for 
1/10th by the assured. 

The tenth at owner’s risk may not be 
separately insured and in case of in- 
fraction of this rule, the underwriters’ 
liability is reduced to 7/10ths. 

This warranty not to insure the 
tenth at owner’s risk is in many cases 
waived. 

Should the vessel at the expiration 
of the policy be at sea, or in distress, or 
in a port of refuge or of call, she is 
held covered at a pro rata daily prem- 
ium, to her port of destination. 

Franchises in Particular Average 

Franchises in particular average are 
calculated according to age of vessel as 
follows: 


Hull Machinery 
Age % % 
oo ee 2 2 
5 OO Be SOE ciksccusics 3 4 
BE SO oe Pike sesceds 4 8 
W080 Be PORT co ccccves 6 12 
Above 20 years ........ 10 16 


Deductions new for old are calculated 
according to age of vessel as follows: 


Hull Machinery 

Age % % 
Sob, ee nil nil 

S 00 5 FOONS. . 6. sseses 2% 2% 
© to 10 FORRES. . 6. cccce 4 5 
oe 2. Serpe 5 71% 
16 to 20 years.......... 7% 10 
Above 20 years ........ 10 15 


For ropes and gear deduct one-third 
irrespective of age. 


The deductions new for old to be 
calculated on the cost of the new ma- 
terial substituted to the damaged parts 
and not on the cost of othe repairs ef- 
fected and accessory expenses incurred, 
excluding also dock and port charges, 
pilot and survey fees, cost of ship’s pro- 
visions and of provisional repairs ef- 
fected to enable the ship to proceed to 
rort of definite repairs in as far as 
such provisional repairs have not been 
of any permanent benefit to the ship. 
On painting and scraping and accessory 
expenses of docking for such purpose, a 
proportionate deduction shall be calcu- 
lated on the basis of durability of six 
months. 

General Average and Salvage Charges 

General average and salvage charges 
to be adjusted according to the law and 
practice obtaining at the place where 
the adventure ends or as provided by 
the bills of lading or by the contract of 
affreightment, and general average con- 
tribution to be refunded by underwrit- 
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ers to the assured subject to the follow- 
ing franchises to be calculated accord- 
ing to the age of the vessel insured: — 

Total Valuation 


Age Per Cent. 
ag 5 Wid'd da bey weenie Nil 
© OO 1D FORTS. ccncccccescvees 2 

Be Oe WOONRs civc0tetsdaenecs 3 
| eee ae 5 


The franchises, both in particular av- 
erage and in general average, to be al- 
ways deducted from the amount of the 
claim, or, in other words, underwriters 
to pay only the excess of the franchises 
stipulated. 

If the damages suffered and the ex- 
penses incurred for one same casualty 
be classed partly in particular average 
and partly in general average the fran- 
chise to be deducted shall not exceed 
the franchises provided by the policy 
for particular average claims. 

I may add that in practice the fran- 
chises for particular and general aver- 
‘te as well as the deductions new for 
old are often reduced to much lower 
percentages than those provided for by 
the policy, especially where compara- 
tively new and good boats are con- 
cerned. 

When Ships May Be Abandoned to 
Underwriters 

The vessel insured is reputed a C.T.L. 
and may be abandoned to underwriters 
in the following cases:— 


1. If the ship be overdue four calen- 
dar months whereupon she is consid- 
ered “missing.” 

2. If the vessel be totally lost or de- 
stroyed. 

3. Absolute unseaworthiness pro- 
duced by perils of sea rendering the 
vessel unrepairable. 

4. When the total cost of repairs of 
the intrinsic material damages sus- 
tained by the ship—excluding all other 
expenses or charges and after deduct- 
ing allowances new for old and general 
average contribution due to ship—ex- 
ceed three quarters of her policy value. 

Expenses and charges incurred to re- 
float a stranded vessel to be supported 
by underwriters irrespective of fran- 
chise even on insurance effected on free 
of all average terms. 

Returns for lying up are not provided 
for in the general policy conditions, 
but it is usual to grant such returns 
for liners and approved cargo boats. 

These are the vital parts of the 
printed policy conditions, which are in 
practice often modified by additional 
clauses, either to the benefit of the 
assured where approved high valued 
vessels are concerned, or to the benefit 
of underwriters when the insurance re- 
flects a poorer class of steamers. 


Additional Warranties 

The additional clauses or warranties 
commonly used in Italy are the follow- 
ing: 

Warranted free of particular average unless 
the ship be stranded, sunk, burnt, on fire or 
in collision. 

Warranted free of all average unless the 
ship be stranded, etc. 

Warranted free of particular average 
lutely. 

Total loss only. 

Total loss and or constructive total loss only. 


As already mentioned a vessel is, ac- 
cording to Italian law and policy condi- 
tions, considered a constructive total 
loss when the cost of repairs would ex- 
ceed 75 per cent. of her policy value. 

The trading warranties agreed upon 
between underwriters and assured are 
always specially mentioned in policies 
issued in this country. 

In some cases a special clause is in- 
serted warranting that a given part of 
the ship’s value—generally from 20 to 
25 per cent.—shall remain uncovered 
and at owner’s risk. 

The hulls of auxiliary or motor ves- 
sels are insured on the same terms, but 
the machinery is generally warranted 
either free of particular average abso- 
lutely or free of particular average un- 
less caused by 8S S B or C. 

Of course, the conditions of our policy 
and the special warranties in use in 
this country really only come into con- 
sideration for Italian business offered to 
underwriters abroad, because where 


abso- 


Marine Insurance 
Inquiry Begins 


FIRST SESSION ON WEDNESDAY 








Officials of War Risk Bureau and 
United States Shipping Board 
Are Heard 


The sub-committee of the Committee 
on Merchant Marine of the House of 
Representatives, Frederick R. Lehlbach, 
chairman, began its investigation of ma- 
rine insurance on Wednesday, the first 
witnesses being officials of the Bureau 
of War Risk Insurance and the United 
States Shipping Board. 

“The committee intends to make an 
exhaustive review of the entire subject 
so that if necessary legislation may be 
enacted to permit the American mer- 
chant marine, when it has reached its 
full development, to have the benefit of 
insurance written practically entirely 
by American companies backed by 
American capital,” said the chairman to 
The Eastern Underwriter. “For this 
purpose the committee intends to in- 
vite not only the officials of the War 
Risk Bureau and Shipping Board, but 
also representative men engaged in 
marine insurance and ship operation, 
and others who have had practical ex- 
perience and who have made a close 
study of these questions. The commit- 
tee intends to hear not only those who 
appear in response to its invitation, but 
will also welcome such men who by 
reason of knowledge and experience 
can speak authoritatively on these mat- 
terz, who may voluntarily present 
themselves. 

“The committee will also compare 
ineéthods of insurance, character and 
terms of the respective policies issued 
by American companies, and those of 
treat Britain and other maritime coun- 
tries.” 





WAR AND GERMAN COMPANIES 
Underwriting Loss and Decline In 
Premiums; Now Forty-five 
Re-insurance Companies 





Information from the Central Powers 
is difficult to obtain, but the financial 
results of German marine companies 
for the first two years of the war 
showed an underwriting loss and a na- 
tural fall in premium income. 

Net marine premiums of German 
companies for 1914 were 120,342,099 
marks; for 1915, 115,460,276 marks; net 
losses were 99,451,104 for 1914; 92,250,- 
097 for 1915. 

Two new companies, the Dusseldorfer 
Allgemeine, of Dusseldorf, and the 
Neiderrheinische Guterassekuranz, of 
Wesel, entered the list of reinsurance 
companies, increasing the number to 
forty-five. The Europa and Frankona 
transferred their head offices from 
Frankfort-on-Main to Berlin. The Ger- 
man re-insurance companies had net 
premiums in 1914 on marine business 
of 306,331,772; net losses 179,243,219; 
and in 1915, net premiums of 299,064,- 
Tangement with the Securitas, Bremen. 
728;losses of 169,794,072. 








foreign risks shown on this market are 
concerned our underwriters are gen- 
erally quite willing to write the busi- 
ness on the terms and conditions of the 
policies issued abroad and to pay as 
may be paid thereon. 

I hope this letter will do something 
towards promoting a brisker exchange 
of business between New York and 
Genoa such as has for years been in 
vogue between Genoa and London and 
Paris, and I feel certain that if our 
American friends only deal with good 
men and good companies at this end 
they will in a very short time form the 
best opinion of our market and fully 
appreciate its important resources. 

Yours faithfully, 
E. GIRTANNER, 
Insurance broker and agent. 





July 11, 1919 
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Trying to Block 
Missouri Statute 


COMPENSATION RATES TOO LOW 








Attorney Identified With Labor Inter- 
ests Puzzles Carriers By Activity 
He Displays 





Efforts are being made in Missouri 
to keep the new compensation law 
from becoming effective, on the ground 
that the rates to be charged are too 
low. Tais complaint does not come 
from the carriers but supposedly from 
the labor interests, who contribute 
nothing to the expense of the law, 


other than what may be added to the 
price of wares to be paid by the con- 
sumer. 

Alroy S. Phillips, a lawyer of St. 
Louis, is making a determined fight 
against the rates. He is the legal rep- 
resentative of the Missouri Federation 
of Labor. Just why Labor should be 
so fearful that the rates are too low 
is not understood. It has been thought 
that possibly the reciprocals are be- 
hind the movement. They generally 
favor high rates as that helps the divi- 
dend feature of their insurance. In 
this case the reciprocals have not 
shown themselves much interested, 
The carriers have gone on record as 
favoring the Missouri rates, the law 
differential being 163. 


Referendum Wanted 


Attorney Phillips has presented his 
views to the superintendent of insur- 
ance and it is expected that official 
will make some ruling on the question 
before long. Referendum petitions are 
being circulated in the state and if 
enough signatures are obtained by 
August 7, 1919, the filing of the peti- 
tions will keep the law from becoming 
effective until the people approve it at 
the election in November, 1920. There 
are sixteen districts in the state and 
a successful referendum petition re- 
quires five per cent of the voters in 
two-thirds of the districts. 

First Year Losses Light 

The laborites profess to fear that if 
rates are too low the companies, or 
some of them, will be too strict in 
claim payments. One surmise is that 
the labor people would like to see the 
companies getting a high rate, which 
would later be made the weapon in a 
campaign for state insurance. 

When a state enters the compensa- 
tion column the rate is calculated low 
for the first year, as there are for a 
time fewer claims and less malinger- 
ing. After the first year employes be- 
come alive to their advantages under 
the law, more claims arise, malinger- 
ing begins to appear and amendments 
to the act generally take the form of 
liberalization, which must be provided 
for in increased rates. 

Mr. Phillips has sent a memorandum 
to the Missouri Rating & Inspection 
Bureau in which he makes numerous 
criticisms of the rates and the method 
of computing them. G. R. Michel- 
bacher, representing the Bureau, has 
filed an answer and the St. Louis 
Chamber of Commerce has made a 
protest against any increase in rates, 
claiming that.the carriers know what 
they are doing. 





MAY EMBRACE COMPENSATION 
Probabilities of additional states en- 
tering the compensation column this 


year rest with Florida, Georgia and 
Alabama. 





Superintendent Elms of the Ocean's 
automobile department is still ill at hig 
home. It will be several months before 
he can resume his business activities. 


P. F. Garnett London 
& Lancashire Special 


LEAVES COMPENSATION BUREAU 


Field Instructor and Supervisor Will 
Have Executive Position With 
Company 
P. F. Garnett will enter 
of the London & Lancashire Indemnity 
August 1 as executive special agent to 
assist in the organization of its work- 
men’s compensation department. He 
will also have supervision of the field 
activities in connection with other lines 

written by that company. 

Mr. Garnett has held several posi- 
tions of importance in the workmen's 
compensation field. He was for a while 
with the Industrial Insurance Commis- 
sion of the State of Washington, first 
serving as traveling auditor and ad- 
juster and later became its chief ac- 
countant. He left that position to be- 
come secretary of the State Accident 
Commission of Oregon. 

He entered the service of the Na- 
tional Workmen’s Compensation Serv- 
ice Bureau as field secretary in Octo- 
ber, 1915, and was later elected to the 
office of field instructor and supervisor. 
His work with the bureau covered field 
supervision and organization and he is 
leaving that organization to go with 
the London & Lancashire, 

Experience Varied 

Through these various positions Mr. 
Garnett has acquired an extensive ac- 
quaintance among casualty men 
throughout the country. He has vis- 
ited every portion of the compensation 
field and knows the intricacies of the 
situation in each state. Through his 
ability and fairness in handling condi- 
tions as he has found them he has 
made many friends. His experience 
embraces auditing, adjusting and field 
organization, from all of which he will 
contribute to the welfare of the agency 
organization he is about to develop, 
besides adding to it the personality of 
a polished gentleman. 





the service 


CLAIM MEN NEEDED 
Maryland Casualty points 
that wita the expansion of its  busi- 
ness there must be a corresponding 
growth in its claim division, resulting 
in some cases in establishing of new 
branch offices, or in others in enlarg- 
ing the personnel of the existing of- 
fices. Now men are needed to supply 
the demand. 


The out 





A. C. ARMSTRONG PROMOTED 


Albert C. Armstrong of the Mary- 
land Casualty’s Philadelphia office has 
been promoted from chief inspector in 
the liability department to manager of 
the steam boiler, fly-wheel and sprink- 
ler leakage departments. In one day 
Mr. Armstrong secured a boiler use 
and occupancy order amounting to $1,- 
125, and secured a renewal on a four 
year basis instead of one, the premium 
of which amounted to $1,700. 














A Progressive 


SURETY ann CASUALTY 


| Company 











Re-education Needed 
In Compensation 


LONG DISABILITY PERIODS 
Industrial Accident Commission of 


California Calls Attention to 
Serious Cases 


Need for more attention by compen- 
sation carriers to re-education of dis- 
abled men is shown in a report of the 
Industrial Accident Commission of Cal- 
ifornia, on special investigations of seri- 
ous permanent injuries. The following 
examples are given of cases exhibiting 
the need of re-education to reduce or 


terminate otherwise lengthy disabill- 
ties: 
Office No. 60.—Case of a man who 


suffered a severe leg injury at age 36. 
At the time of the accident he was 
working as a deliveryman at $18 a 
week. He has never yet recovered 
full use of his injured leg. He gets 
about with considerable difficulty, and 
he is unable up to this time to engage 
in any heavy work. The period of his 
total disability lasted for three years. 

Office Number 70.—Case of a man, 25 
years old when injured, who lost his 
leg in the discharge of his duties as a 
messenger boy. His permanent dis- 
ability rating is forty-six and three- 
fourths per cent, or 185 compensation 
weeks at $7.95 a week. 

Lost Index Finger 

Office Number 80.—At the time when 
this man’s jinjury occurred, he was 
forty-four years old, was a skilled mill 
mechanic, and was enjoying the bene- 
fits of top wages paid to that class of 
workmen—$24 a week. His injury con- 
sists in the amputation of the index 
finger, the severing of flexors and 
nerves of the thumb and second finger 
of the major hand, resulting in almost 
complete permanent loss of the use of 
the hand for mechanical purposes, His 
permanent disability rating is twenty- 
eight and three-fourths per cent, or 115 
compensation weeks at $15 a week. 

Office Number 90.—When injured he 
was forty-one years old and was em- 
ployed as an electrician at $18 a week. 
His major hand was caught between 
the pulley and the cable, and so man- 
gled that all the fingers and a part of 

(Continued on page 22) 





sion paid. 
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cesidence theft insurance at one-third the former 
rates. This is every broker’s opportunity. Call for 
particulars about our new Full Value Residence 
Theft Policy. Regular rate of brokerage commis- 


General Accident 


Fire and Life 
Assurance Corporation, Ltd. 


Something New 


PHILADELPHIA 








Maryland Assurance 
Course Commended 





ACCIDENT AND HEALTH RULES 





Other Companies Voice Approval of 
President John T. Stone's 
Underwriting Restrictions 





Much credit is being given the Mary- 
land Assurance for its manner of hand- 
ling the health and accident problem. 
As is well known now the company has 
undertaken to correct its unfavorable 
experience by wholesale curtailment in 
underwriting. This embraces a num- 
ber of features, including increases in 
rates, restricted age limits, prohibition 
of many risks heretofore written, etc. 

Some of the company’s agents have 
signified their approval of the com- 
pany’s action and assured the home 
office that everything possible will be 
done to make the plan a success. 

A number of other companies writ- 
ing health and accident business have 
written to the Maryland Assurance 
congratulating its management upon its 
stand and wishing it success. One of 
these letters contain the following 
paragraph: 

“It would seem that the companies 
have at last reached the stage where 
they will, each on its own part, inaugu- 
rate certain reforms. It is quite evi- 
dent that all the companies realize 
that reforms are necessary, and we be- 
lieve that in the end, by each company 
endeavoring to adjust its own difficulty, 
the entire situation will settle down, 
and that the end sought will be ac- 
complished.” 

Would Reduce Principal Sum 

Some of the letters received refer 
in particularly favorable terms to the 
new age restrictions and the rules re- 


garding fractional premiums for dis- 
ability insurance, One’ underwriter 
calls attention to another feature of 


the business which he thinks could be 
corrected by mutual agreement, since 
it has not been possible to bring about 
a change through the Health & Acci- 
dent Underwriters’ Association. He 
refers to the reduction of the princi- 
pal sum from $7,500 to $5,000. 

President John T. Stone reports an 
encouraging continuance in the volume 
of business in spite of the higher rates 
and underwriting restrictions. It was 
expected that there would be consid- 
erable of a drop until brokers and as- 
sured had readjusted themselves to the 
new conditions. 





STILL WORKING ON COLLECTIONS 

The committee of three appointed to 
work out a plan for better collection 
of casualty premiums reports gratify- 
ing co-operation so far. Considerable 
work is yet to be done to make the 
rules workable and impossible of vio- 
lation. The committee is now seeking 
co-operation in all casualty lines to 
the same extent as is being practiced 
in the surety and fire branches. 
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Howland’s Varied Experience 

W. H. Howland, manager of the in- 
dustrial department of the General Ac- 
cident, was born in Lapeer, Michigan, 
and is a descendant of John Howland, 
who came to this country in the May- 
flower. The only house left standing 
in the country today, known to have 
sheltered the Pilgrims, is to be seen 
at Plymouth, Massachusetts, built and 
owned by Jabez Howland, son of the 


Mayflower passenger. Mr. Howland 
entered the health and accident busi- 
ness in 1902 with the Mutual Health 


& Accident. He had a desk in a fire 
insurance agency and the total prem- 
ium income was $66 a month. Later 
he helped to organize the Fidelity Ac- 
cident, of which J. W. Fordney was 
president. Mr. Fordney is now chair- 
man of the ways and means committee 
of the House of Representatives. That 
company’s business was sold to the 
United States Health & Accident, Mr. 
Howland stayed with the company and 
when it was sold to the Massachusetts 
Bonding & Insurance he became as- 
sistant manager of the health and acci- 
dent department and later superinten- 
dent. He has had seventeen years of 
varied experience in his chosen field. 
+ + + 


Successful New Yorkers 

In the New York City monthly prem- 
ium accident agency of the Pacific Mu- 
tual Life are a number of more than 
ordinarily good producers. Alexander 
MacDonald is one. He doesn’t believe 
in luck, defies Fridays, the thirteenth 
of the month, etc., ete., and likes to 
bring in thirteen applications in a 
bunch just to show that he is not 
superstitious. Edwin H. Schwab gave 
up a salaried position to enter the 
monthly payment field. He is several 
times a prize winner and says he is 
only just starting. M. J. Teahon is a 
former industrial life superintendent 
who sees larger opportunity in the dis- 
ability field. He is also a prize winner 
and a first class collector. Bernard 
Harris boasts that he has never shown 
a decrease in any month. He wishes 
he lived in Norway where there is day- 
light until ten o’clock. He finds the 
days too short and does much of his 
best work at night. Joseph Weinberger 
is a wizard when it comes to keeping 
accounts. He has a brother 38 years 
younger than himself and has him in- 
sured. Joseph E, Greenough was with 
another company before the war and 
left this business for another line. 
Now he is taking apps again and his 
collections have run as high as 300 per 
cent. Isador Flanzer is a new comer 
who counts the day lost that brings 
not forth at least two applications. 
F. S. Grant has a record of frequently 
exceeding 100 applications a month. 


*- * &* 


As Viewed in 1916 

Changes about. to take place in the 
compensation rating situation recall 
some remarks by A. C. Hendrick, the 
casualty statistician, in 1916 when he 
was with the Massachusetts Bonding. 
One of his remarks at that time was 
this: “I would suggest that a central 
bureau be organized through which all 
compensation experience must pass and 
systematic records be kept thereof: 
and that the experience data be tabu- 
lated and prepared {for the Rating 
Board by this central organization on 
all risks in this State (New York). 


The ultimate outcome of this method 
would be that the law of average as 
regards compensation rates would al- 
ways be maintained, that the material 
would always be at hand whereby rates 








could be adjusted and their adequacy 
maintained; as under this system, if a 
net credit were shown on all the rated 


risks then that would be proof that 
some or all of the manual rates were 
too high or that some of the risks had 
been incorrectly classified; one or both 
of these items must be out of balance 
if the losses of some are overbalanced 
by the lack of losses of some other 
risks and same resulting in a net credit 
over all the risks. If this proves to be 
the case under the proposed central 
bureau organization method then the 
trouble would be easy to adjust by 
readjustment of the rates, and if a 
net credit were shown at the end of a 
year on all risks, then those having 
sustained losses should receive some 
credit on their gross charge to repay 
them for whatever they had contrib- 
uted to the general rate overbalance, 
although paying a net charge on their 
insurance premium.” 
* * 


After New Jersey Companies 

Warren C. King, Republican candi- 
date for the nomination of Governor in 
New Jersey, is using the record of com- 
pensation writing companies in New 
Jersey as a vehicle on which to ride in- 
to public favor. He complains that the 
companies do not return a large enough 
proportion of the premiums in the pay- 
ment of losses. He takes no account of 
the deferred liability in compensation 
business, although it is almost as much 
as in life insurance. Nobody wha 
knows thé insurance business would 
charge the life companies with extor- 
tion because they do not return pre 
miums in the form of claim payments 
just about as fast as they are received. 

& 2 * 


Lower Premiums Expected 

While some casualty companies pro- 
fess to be unconcerned regarding mu- 
tual competition in the compensation 
field, there are others who do ‘not hesi- 
tate to say that they are missing zo0od 
risks every now and then—risks on 
which they have had a good experi- 
ence. Those who are thus losing busi- 
ness are not apt to share the views of 
some underwriters, that mutual compe- 
tition does not work an adverse selec- 
tion against the stock company. Neither 
are they of the opinion that compen- 
sation rates cannot be reduced in a 
number of instances. It is the belief 
of some that before the new rating 
plans are in full swing there will have 
been a large number of reductions 
made. The present tendency in New 


York is pointed to as an earnest of 
what will take place in other states. 
Unnecessarily high rates make mutual 
competition all the easier, for it is 
promised dividends that initiates busi- 
ness for the mutuals and if the divi- 
dends continue the business is likely 
to stay there. A number of managers 
are confident that) as compensation 
underwriting becomes better under- 
stood, the refinements in rate will be 
such that it will be a difficult matter 
to cut under the established rates and 
make any profit for stockholders or 
leave large dividends for policyholders. 





CANCELLATION BILL KILLED 

The proposed bill before the Pennsyl- 
vania legislature, which would have 
affected the right of insurance com- 
panies to cancel accident and health 
policies, has failed of passage. 





ONE MEASURE STILL PENDING 

The governor of Pennsylvania still 
has before him a measure providing 
that compensation writing companies 
shall all be members of some rating 
bureau. 





LARGE LINE GOES TO AETNA 

The Aetna Life has written the com- 
pensation and public and contingent 
liability on the job of rebuilding the 
structure on Fifth Avenue formerly oc- 
cupied by Sherry. The Guaranty Trust 
Company has taken the property on a 
lease and will spend $1,000,000 improv- 
ing it. The public and contingent lia- 
bility is written with $100-$250 limits. 





READY IN SIX MONTHS 
It will probably be six months before 
the American Manufacturers Foreign 
Credit Insurance Company, of Chicago, 
will be ready to accept business. 





WILL HAVE RUNNING MATE 

The Pennsylvania Manufacturers’ As- 
sociation Casualty Ins. Co. is about to 
apply for a charter in the name of the 
Pennsylvania Manufacturers’ Associa- 
tion Fire Insurance Company, which 
will enable it to carry fire and theft 
coverage on automobiles in its own 
company. The new company will be 
capitalized at $100,000 and will be par- 
ticipating the same as the casualty 
company. 


CHICAGO ZONING PROGRESSING 
Chicago is being re-zoned for plate 
glass rating purposes. There were 
originally six or eight zones, which 
have been increased to 18, and may 
ultimately reach 25. 





GLASS STILL RISING 
Plate glass prices are still rising, 
advances of ten per cent. being re- 
ported in a number of cities. 





MANY AMENDMENTS ENACTED 

New compensation laws or amend- 
ments to existing laws have been 
enacted in thirty states. It is likely 
that this situation will necessitate pre- 
paring a new Digest. 
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Re-education Needed 
(Continued from page 21) 

the palm had to be amputated. His 
permanent disability rating is 40% per 
cent, or 162 weeks at $11.25 a week. 

Office Number 100.—This unusual 
case is that of a man 23 years old when 
injured. His disability consists in a 
fracture of the lumbar lower spine, re- 
sulting in paralysis of the lower ex- 
tremities and internal functional dis- 
orders. There has been some improve- 
ment in the latter during the last two 
or three years. His general health is 
excellent, and he has full use of his 
arms and hands. His mind is clear and 
bright, although his disability has 
been rated at one hundred per cent. In 
the backyard of his father’s home, he 
has constructed for himself a work 
bench with a specially adapted seat 
where he spends much time in efforts 
to improve his knowledge of such 
things by both study and practical ex- 
periments. He has evident talent, if 
not real genius, for mechanics, but if 
re-educational opportunity does not be- 
come available his life will remain un- 
productive, 





LION BONDING EXAMINED 





Five States Make Report on Condition 
as of March 31; Surplus 
$73,859 





An examination of the Lion Bonding 
& Surety, Omaha, as of March 31, 1919, 
shows admitted assets $1,046,523; lia- 
bilities $372,664, paid capital $600,000, 


surplus over capital and _ liabilities 
$73,859. Concerning the surplus of the 
company, the examiners said: 


“During 1918 there was contributed 
to surplus from premium on sale of 
capital stock $111,600 and during the 
first three months of 1919 $45,000 was 
received from the same source, $156,- 
600 during the past fifteen months. On 
December 31, 1918, the surplus over all 
liabilities was $109,969.39, and on 
March 31, 1919, it was $73,859.14. Dur- 
ing those fifteen months dividends have 
been declared amounting to $60,147, of 
which $39,447 has been paid in casa 
and the balance, or $20,700, is carried 
as a liability.” 

In concluding their report the exam- 
iners said: 

“During the past eighteen months 
the management of the company has 
been entirely changed, and the new 
management is to be commended for 
having voluntarily set up adequate re- 
serves and charged off a lot of debat- 
able assets.” 





LESS PAYROLL FLUCTUATION 

Compensation writing companies are 
fcllowing the trend of industrial pay- 
rolls more closely than ever, in view 
of the high point recently reached, 
During the past four months, aver- 
age weekly earnings of factory work- 
ers of New York State have fluctuated 
less than for any similar period in the 
lest three years. According to reports 
received by the New York State In- 
dustrial Commission from 1648 manu- 
facturers, who employ 555,000 workers, 
the May average is $22.23 a week, or 
12 cents more than the average weekly 
earning in April. The level of earn- 
ings for the past four months is lower 
than the average for the later months 
of 1918, due to the elimination of over- 
time work, but is higher than at any 
time previous to September, 1918. 





PENNSYLVANIA SPECIAL 
Franklin J. Moore, Jr., has been 
chosen Pennsylvania special agent for 
the London & Lancashire Indemnity, 
with headquarters at the Home Office. 





ARGUS CHARTS 
The 1919 issue of the Argus Fire 
Insurance Chart, one of the best of 
the charts, and published by the 
Herald-Argus Co., Atlanta, has been 
received. The 1919 Argus Casualty 
Chart has also been issued. 
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CASUALTY AND SURETY POINTERS 





Vice-President and Ag- 


Most ency Manager Budlong, 
Disputes of the Bankers Accident, 
Unnecessary Des Moines, was talking 


to his agents recently 
about claims. He said that his com- 
pany has not had a case in court for 
ten years. No case is worth taking 
into court unless the facts justify going 
through to the Supreme Court and when 
that kind of a case is presented we are 
willing to fight to the last ditch. 

“If your watch stops you don’t throw 
it in the sewer—you have the works ad- 
justed by an expert, not a blacksmith. 
If your car goes dead perhaps only a 
little adjustment is needed,” he said. 
“There are few claims against insurance 
companies that cannot be adjusted 
amicably if both parties are fair mind- 
ed. I believe I am stating the truth 
when I say that practically all insur- 
ance companies agree on this point and 
that as a rule only case of the most ag- 
gravating character are litigated. Peace 
tables are better than machine guns 
every time.” 
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If an owner has a record 


Publicity of all the important units 
Idea of his car his chances of re- 
Advanced covering it are much better 


than if he depends entirely 
on the license number and a brief gen- 
eral description. The average automo- 
bile owner does not realize the value of 
such a record. Here, then, is the op- 
portunity for the progressive insurance 
man to get in a little real service by 
pointing out to the owners the advan- 
tages of such a record. In addition to 
making a note of the serial numbers of 
the various units, it is a good idea to 
put the serial marks on some of the 
more important parts, particularly the 
tires which are more subject to theft 
than any other part or accessory. 
Special marks may be put on the in- 
side of the tire casings, using indelible 
markers. Small cards with spaces for 
recording the car number, license num- 
ber and numbers of the engine, tires 
and various accessories could be issued 
by local agents as advertisements and 
distributed by dealers. 


eee 
After making the state- 


Cultivating ment that 75 per cent of 
Old all accident policyholders 
Prospects are under-insured, “The 
Agents’ Record” suggests 


this plan by which agents may increase 
their business: 

“Make a list of your accident policy- 
holders who are under age fifty-five 
and who you have reason to know are 
standard risks ‘physically and finan- 
cially; enter opposite each name the 
amount of accident weekly indemnity 
in force, and in another column the 
insured’s probable earnings. Take those 
cases where the indemnity is not more 
than 25 per cent of earnings and give 
the insured, preferably by personal in- 
terview, but in any event, in a well 
worded letter, an opportunity to in- 
crease his insurance to an amount 
which approximates his earnings. Af- 
ter you have aproached this first class, 
zo to the remainder who are not cover- 
ed for more than 50 per cent and ap- 
proach them along similar lines. Con- 
tinue this until you have insured, or of- 
fered to insure, every man on the list 
who is not covered for 80 per cent of his 
earnings. By following this advice you 
will forestall criticism and disappoint- 
ment on the part of the insured if 
later on he meets with serious injury. 
This alone is a sufficient justification 
for doing what is suggested. You will 
he able to increase insurance in a great 
number of cases by well chosen argu- 
ment which will justify the expendi- 
ture of time and labor, and your ac- 
tivity and interest in the insured’s af- 
ee will please him and lead to other 

nes.” 


Some of the sales mana- 

Conditions gers in commercial lines 

Talk have “don’t talk condi- 

Useless’ tions” campaigns well un- 

der way. A live chap who 

handles the selling force of a manufac- 
turing house sized it up this way: 

“The utter uselessness of this condi- 
tions talk is the feature that impresses 
me most forcibly. If we are out to sell 
goods, let’s specialize on making sales 
and forget about national and interna- 
tional affairs. Here’s the way I re- 
cently summed up the situation in a 
bulletin to our salesmen: 

“Not long ago I spent half an hour 
watching a specialty salesman trying 
to sell a retailer a bill of goods. 

“He was rather a likable chap, that 
salesman. He was representing a well 
known, nationally advertised product. 
But his sales talk— 

“Well, as a matter of fact, he didn’t 
have any. Honestly, men, that fellow 
was so busy talking about reconstruc- 
tion, Bolshevism and such-like things 
that a casual bystander would have 
concluded he was out selling a spring 
line of conditions for Future & Destiny, 
Inc. 

“A conversation on conditions is just 
about the easiest thing in the world to 
start, nowadays—and the hardest thing 
to stop. Time spent in such talk is 
worse than wasted, It can’t do any 
good and it may do a heap of harm. 

“Probably your customer is a _ nat- 
ural pessimist anyway. Most human 
beings are. By the time you have ex- 
changed opinions for a quarter of 
an hour, Mr. Dealer is absolutely cer- 
tain that the world is rapidly going 
to the dogs. He begins to reflect that 
there isn’t much use in placing a big 
order right away. Civilization is more 
than apt to walk out of the back door. 
without the usual ten days’ notice, and 
leave him with all of that stock on 
hand. 

“And unless you—the salesman—are 
an eighth wonder of the world, that 
subtle, deadly potion, ‘conditions’ talk, 
will get you, too. You'll find your 
backbone giving way. You'll be lack- 
ing in confidence, initiative and cour- 
age to fight, just when you need quali- 
ties to overcome dealer inertia. 

“And what’s the good of it? We are 
selling soap and toilet articles, aren’t 
we? All right then, let’s sell ’em first, 
last and all of the time. 

“Maybe civilization is going to ex- 
pire. I dunno. But until it does cease 
to exist, most folks will go right ahead 
raising cabbages, commotion and kids, 





just as they have been doing for a 
couple of dozen centuries, mor® or 
less.” 
o * » 
The name of Joe 
Taking Welch, the comedian, 
ina is known throughout 


the United States. His 
business was making 
others laugh, but like many of his pro- 
fession, he was a man of serious mind. 
In his life of fun making he did not 
forget his duty to his family. In course 
of time he suffered a nervous break- 
down and was committed to a_ sani- 
tarium, having been adjudged insane. 

He fully appreciated that a contract 
of income protection would work for 
him if he were unable to work for 
himself, says “Stern Facts.” To 
quote his own words, “TI consider it my 
silent partner, It requires a very small 
outlay on my part, and if it ever he- 
comes necessary for me to call upon 
it to produce an income when I am 
unable to do so it will return to me 
what I am striving to create now for 
my family and myself, a steady in- 
come.” 

He carried the contract for several 
years, during which time he never had 
oceasion to call for its benefits, but in 


Silent Partner 


July, 1917, he was taken ill with ner.- 
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ous prostration, and from that time 
until his death this “silent partner” 
produced a steady income, paying his 
family all told $6,068.50. 


“Silent partner” helped to give him 
the care a case such as his needed; 
his “silent partner” lightened the 
care and worry of his family. When 
he was unable to produce his “silent 
partner” did it for him. 

Our business is one to which a man 
can devote his life with pride and 
pleasure. It is a business of service, 
and a business of service today that 
stands second to none. 





CONDITION OF PAYROLLS 


The New York State Industrial Com- 
mission has issued its report on em- 
ployment conditions in May in which it 
says: “The number of workers em- 
ployed by New York State factories in 
May was about the same as in April. 
This bears out the indication of last 
month’s figures that the period of re- 
duction in factory employment, which 
started with the signing of the armis- 
tice, is ended. It appears that manu- 
facturing of the state as a whole has 
reached a more stable basis. The total 
number of employees reported in May 
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is a fraction of one per cent. lower than 
the number of employees in the same 
firms in April, but, excluding firms in 
which strikes were in progress, the 
May total is slightly larger than that of 
April.” 
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Largest Life Insurance Business in the World 





METROPOLITAN 


LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President 


Total Amount of Outstanding Insurance................... 
Larger than any other Company in the World. 


Ordinary Life Insurance paid for in 1918..................... 


Larger than any other Company in the World. 


Industrial Insurance paid for in 1918.....................04- 


Larger than any other Company in the World. 


Total Insurance placed and paid for in1918................... 


$4,429,511,816 


$463,008,744 


$419,331,865 


$882,340,609 


The largest amount ever placed in one year by any Company in the World. 


Gain in Insurance in Force in 1918........................0-. 


Larger than any other Company in the World. 


Number of Policies in Force December 31, 1918................ 


Larger than any other Company in America. 


Gain in Number of Outstanding Policies..................... 


Larger than any other Company in the World. 


Increase in Assets during 1918..................000ceeeues 
Larger than any other Company in the World. 


et cies amid ede Been aeedh ede tek ihanen dh 
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Number of Claims paid in 1918....................000c0ees 


$493,329,918 
19,784,261 


1,521,328 


$775,454,698.28 
$71,429,182.97 


$748,405,784.24 
$27,048,914.04 


336,533 


Averaging one policy paid for every 26 seconds of each business day of 8 hours. 


Amount paid to Policy-holders in 1918..................... 


$82,391,144.32 


Payment of claims averaged $566.50 a minute of each business day of 8 hours. 


Metropolitan nurses made 1,431,085 visits free of charge to sick Industrial 





Policy-holders. 
The Company bought War Bonds of the United States and 
RESIS JEN Lota NR ec ig RP ie A en One 
The Company’s employees sold War Savings Securities and 
Liberty Bonds in 1918 amounting to................... 
DIRECTORS 
Haley Fiske Frederick H. Ecker Otto T. Bannard 
Joseph P. Knapp Robert W. deForest Mitchell D. Follansbee 
William H. Crocker pe oe og m William B. Thompson 
anson e ou on . 
Henry Ollesheimer Walter C. en a sal lad 


Morgan J. O’Brien Alexander P, W. Kinnan Langdon P, Marvin 


$100,000,000 


$133,000,000 


Albert H. Wiggin 

Frank B. Noyes 

Arthur Williams 
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Richard Bedford Bennett 
Festus J. Wade 




















